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AVAILABLE IN ILLUSTRATEDY 


SALES FOLDER, OR PADDED 
FOR COUNTER USE 








TO HELP YOU 
SELL A BETTER 
INSURANCE PROGRAM 
TO YOUR 


CLIENTS and PROSPECTS | 
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BETTER 
MERCHANDISING 


THE NEW @®) 
INSURANCE TEST-CHECK 
provides a handy form for 
easy checking of your client’s 
personal insurance program. 

. Checks critical points! 

. Dramatizes the new 
Homeowners! 

. Fits right in with your 
residential prospecting 
program! 

. Points the way to full client 
satisfaction! 


A SIMPLIFIED 
PREMIUM PAYMENT PLAN 
for the client who desires the 
convenience of time payments. 
. no large down payment 
. equal charges each month 
. no slide rule, computor or 
complicated chart necessary 
. available for COMMERCIAL 
and PERSONAL lines. 


CONTACT THE FIELDMAN IN YOUR AREA TODAY! 


CRUM & FORSTER GROUP 


of ‘Insurance Companies 


SOUND, DEPENDABLE INSURANCE 


EASTERN DEPT., NEW YORK 


© WESTERN DEPT. FREEPORT, It. © PACIFIC DEPT. SAN FRANCISCO + SOUTHERN DEPT, ATLANTA © ALLEGHENY.OHIO DEPT., PITTSBURGH + 


UNITED STATES FIRE INSURANCE CO. 
Organized 1824 
THE NORTH RIVER INSURANCE CO 
Organized 1822 
WESTCHESTER FIRE INSURANCE CO 
Organized 1837 
THE WESTERN ASSURANCE CO 
U.S. Branch . . . Incorporated 1851 
THE BRITISH AMERICA ASSURANCE CO. 
U.S. Branch . . . Incorporated 1833 


110 WILLIAM STREET 
NEW YORK 38, NEW YOBK 


VIRGINIA CAROLINAS DEPT. DURHAM, N.C 














SOCIAL 
SECURITY 
KIT 


FREE KIT OF SALES HELPS 


\ new kit on Social Security is now 
available based on the most recent 
changes in the law. It includes: 


1. Social Security “slide-guide” tell- 
ing benefits 


2. Social Security information man- 
ual explaining the law and de- 
fining its terms. This valuable 
booklet also tells how to find 
prospects and what to sav in 
selling them 


3. Folder “How You Benefit” telling 
why Social Security should be 
supplemented by life insurance. 


4. Personal presentation brief, “How 
to Get the Most Out of Your 
Social Security”. 


5. Card with which to request a 
statement of the records on an 
insured’s Old-Age and Survivor's 
Account with the Social Security 
Administration. 
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LET SOCIAL SECURITY... 


to Prevent tow 


Most of your clients are covered by Social Security. They 
are interested in what thev ll get and under what condi- 
tions. Yet most people don't know what Social Security will 
do—or what it won't do. 


A successful selling plan has been created around the 
simple, human fact that people want to know what they re 
going to get, and under what conditions. It's built around 
a “slide guide” that tells how much Social Security pays 
people of different incomes and in varying family situa- 
tions. The plan shows vou how to turn this interest in So- 
cial Security into life insurance sales 

This plan and the information in Connecticut Mutual's 
new Social Security kit can add important new income and 
profits for your office. Send for your FREE copy today. 


Connecticut /V\utual Life 


OR 


NSURANCE COMPANY « | 


Connecticut Mutua Lite INSURANCE COMPANY SP-6.9 
HarTFORD, CONNECTICUT 


Please send me, without cost or obligation, 


your new Social Security Kit. 





Name _ a 
(PLEASE PRINT) 


Firm 





Street 





City or town _ 








AETNA 
AID 

OF THE 
MONTH 


your ndependent 
Insurance AGENT 


. has been a symbol of partnership 


between agent and company 

for 140 years. You can build 

your business with pride 

and confidence with the 

help of this widely accepted name. 

HOW TO SELL HOMEOWNERS 
Outstanding production records by Aetna agents across the country 
prove the value of our homeowners sales techniques and aids. 
During this big home-building year you will be wise to go after 


this huge market the Aetna way. Ask your fieldman about our 
complete Homeowners program. 


AZTNA INSURANCE COMPANY 
HARTFORD 15, CONNECTICUT 


Worldwide Insurance through our Foreign Dept., AFIA 
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North, south, east or west... 
you'll find prospects every- 
where, young man! The im- 
portant thing is to be on the 
GO. Make every minute count 
—minimize the detail. For 
years experienced producers 
have turned to Millers Na- 
tional and Illinois Insurance 
Companies to help them 
short-cut the selling process. 
Personalized field service, flex- 
ible contracts, proven sales 
aids and home office coopera- 
tion—these are the tools 
which help you convert your 
time into cash. Make this 
year a record-breaker, Call for 
a field man or write 


MILLERS NATIONAL 
INSURANCE COMPANY 


ILLINOIS 
INSURANCE COMPANY 
Home Office, Chicago 6 


rour/ ndependent 
Insurance Hf /AGENT 


seeves/ vow /rieet 








These Names Make News: 
Carson, Hobbs, McMillen 


Ellis H. Carson has been elected 
president of New England Re- 
insurance. Mr. Carson has been 
assistant U. S. Manager of the 
Royal-Liverpool Group and later 
president of National Surety. 


William A. Hobbs, 
vice president and 
treasurer of M. A. 
Hanna Co., has been 
elected a director 
of General Reinsur- 
ance. 





Meade MeMillen, CLU, was elected 
president of First Colony Life, 
Lynchburg, Va. He was former- 
ly executive vice president and 
director of agencies. 

Parke A. Cooling has been elected 
board chairman of Indiana In- 
surance and Consolidated Insur- 
ance. William P. Cooling, for- 
merly executive vice president 
and secretary, became president. 

Harold Goodman, former presi- 
dent of American Income Life, 
Indianapolis, has become board 
chairman. Bernard Rapoport, 
previously vice president, has 
been elected president. James 
R. Johnston was named secre- 
tary-treasurer, and John Beck 
and J. Carl Suverkrup were 
elected vice presidents. 


~ 


. C. Sheehan, has been elected a 
director and executive vice pres- 
ident of Guaranty Security of 
Minneapolis. He recently com- 
pleted a six-year term as Minne- 
sota’s insurance commissioner. 
Williford Gragg was elected exec- 
utive vice president and William 
H. Spencer a vice president of 
United States Fidelity and Guar- 


anty. Cragg directed the com- 
pany’s research operations for 
several years. Spencer, hereto- 
fore assistant agency director, 
now directs the research and 
review department. 
Earl B. McCabe and 
Proud have 
presidents of Western and 
Southern Life. McCabe will also 
serve as executive vice presi- 
dent of the United Life of Jack- 
sonville, Fla., recently pur- 
Western and South 


Ralph B. 


been elected vice 


chased by 
ern. 

Charles H. Schaff, executive vice 
president, has been elected to 
the executive committee of the 
board of Massachusetts Mutual 
Life. 


John A. Buxton, 
board chairman of 
Federated Mutual, 
has been elected a 
director of American 
Mutual Reinsurance, 
Chicago. 





John B. Salsbery, has been ap- 
pointed executive vice president 
of American Investment Life, 
Nashville, Tenn. 

Louis A. Bonar has been elected 
an executive vice president of 
Alexander & Alexander, Inc., 
insurance brokers. 

John T. Blake has been appointed 
executive vice president of Great 
Southwest Fire, Arizona. 

Charles E. Ray was elected to the 
newly created post of executive 
vice Associates 
Life, Indianapolis. 

W. J. Hellie, local agent, has been 
named president of Finnish Mu- 

Continued on page 8 
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~ for brokers...and their clients 


There’s MONY in mortgage protection 
...with national ads and broker sales aids 


—| 
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MONY ads — pretested for sales appeal! 
These dramatic, full-page messages on Mort- 
gage Protection have been tested in advance, 
to make sure they’re sales winners! They run 
in Life, Look, Reader’s Digest, Time, News- 
week. And their readership is heavily concen- 
trated among home owners in the middle and 
upper income brackets—your best prospects! 


M...0. N.Y.» 


The Mutual Life Insurance Company Of New York, New York, N. Y 
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Special MONY broker material— yours free! 
MONY’s “Blessing Now... Burden Later”’ fold- 
er helps you sell MONY Mortgage Protection. 
It explains how MONY Mortgage Protection 


can save a widow thousands of dollars in mort- 
gage interest. MONY’s “‘It’s In Your Hands’”’ 
folder is a sales aid with detachable business 
reply card. Get your MONY material now! 


? 


* AJNOW * ANOW + AJNOW + ANOW + AJNOW «+ ANOW > ASJNOW « ANOW +> A3NOW + ANOW = A3NOW * 


eS ecw eee eS See See 


FREE SELLING TOOLS FOR BROKERS! 


MONY, B’way at 55th St. 
New York 19, N. Y. 


Please send me 





free copies of MONY’s 

















! 
i 
I 
| 
two Mortgage Protection folders. 
| 
| 
| 
| 
| 
| 


Soles and service offices located throughout the United States and in Canada Mane 
For Life, Accident & Sickness, Group Insurance, Pension Plans, Address 
MONY TODAY MEANS MONEY TOMORROW! City poe nnd State 
‘n Brokerage name 
MONY + MONEY *« MONY +« MONEY « MONY + MONEY ©3202 intitle 








| These Names Make News 


Continued from page 6 


tual Fire of Calumet, Mich. He 
was formerly vice president. 
Channing Barlow, previously vice 

president of Marschalk and 

Pratt, division of McCann- 
| Erickson, has been named sec- 
retary and head of the business 
development department of the 
Hartford Fire Group. This new 
unit will supervise advertising 
and sales promotion activities of 
all member companies of the 
group. 





William J. Ryan has 
been elected vice 
president of New 
York Mutual Cas- 
ualty, and will also 
continue as treas- 
urer. 








Ralph G. Starke, has been elected 
vice president-investments of 
Berkshire Life. Also elected to 
new posts were M. G. Roy Wal- 
lace, treasurer, and Robert F. 
Rosenburg, vice president-acci- 
dent and sickness. 





W. Thomas Fiquet has been elect- 
ed vice president, ordinary agen- 
cies, for Colonial Life of Amer- 


0 ae of Hearts ica. He was previously senior 
She made some tarts : " ‘ Pay anv rela- 
Dien waminente dere consultant for the company rela 
The Knave of Hearts tions division of LIAMA in 
He stole those tarts Hartford. 
And with then my : 
ee s ile entailed H. A. Vollmer has been named vice 
~ oy at Meese president in charge of agencies 
umped with a start “ee * . 7 +e 
Wisn seid of the tevalory: for Columbian Mutual Life, 
“He stole my crown, Binghamton, N. Y. 
ll track him down. a . 
vl nae fab Bie Beevers.” John A. MacLean, manager of the 
Midwestern department of Buf- 
“Relax! Don't grouse, falo Insurance, has been trans- 
Replied his spouse, . : 
“No worries at all have we. ferred to the home office as ad- 
We're covered in full ministrative assistant to the 
For a long, hard pull president 


W ith insurance from G.F.&C.!” 
Richard J. Cummins, vice presi- 
dent in charge of reinsurance 


GENERAL FIRE AND CASUALTY COMPANY operations at the Peerless New 
| York office, has been elected to 

| the board of directors. Other 

officers elected by the board 


were Peter J. Campbell, Joseph 


(A Non-participating Stock Company) 
Home Office: 1790 Broadway, New York 19, N. Y. 





Chicago Newark Philadelphia M. Cunningham, John W. Keefe, 
Pittsburgh Minneapolis Jr. and Joseph Sorge, vice pres- 
idents. 


Insurance written through agents and brokers only Seattieccd 10 
ontinued on page 





8 THE SPECTATOR 





The speedy and efficient 
manner in which the fire 
in our plant was detected 
and extinguished left 
nothing to be desired. 


Purchasing Agent 










ARTISAN METAL WORKS COMPANY 





Cleveland, Ohio 


.... protects its property 


—gets better 


FIRE and BURGLARY protection 
savee *2,500 a year 


Mr. Ford’s statement reproduced above refers 
to a fire which started on a workbench at 5:46 
p-m. on January 22. Instantly detected and 
reported to the fire department by ADT Aero 
Automatic Fire Alarm Service, the blaze was 
promptly extinguished by Cleveland fire 
fighters. 

One of the country’s leading sheet-metal fab- 
ricators, Artisan Metal Works Company must 
maintain steady production to supply its cus- 
tomers with specially built cabinets for elec- 
tronic and mechanical equipment. And to guard 
against interruption by fire and other hazardous 
conditions, the company’s 60,000 square feet 
of factory space is protected automatically 
by ADT. 

Aero Automatic Fire Alarm Service stands 
constant guard to warn of fire and summon fire- 


fighting forces. ADT Burglar Alarm Service 
detects unauthorized entry and automatically 
summons police. ADT Heating Supervisory 
Service automatically detects and reports dan- 
gerous variations in temperature. In all cases, 
ADT provides regular inspections, tests and 
complete maintenance of its equipment. 

Company officials report that this superior 
protection saves $2,500 a year over the cost of 
hourly patrols. 


May we show you what ADT cam do for you? 


An ADT specialist will show you how the 
right combination of automatic services can 
save you money and give better protection for 
property, profits and employees’ jobs. Call our 
local sales office if we are listed in your phone 
book, or write to our Executive Office. 


Controlled Companies of 


AMERICAN DISTRICT TELEGRAPH COMPANY 


Executive Office: 155 Sixth Avenue * New York 13, N. Y. 


A NATIONWIDE ORGANIZATION 
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Dr. Harry V. Somers has been ap- 
pointed medical director of Se- 
curity Mutual Casualty, Chi- 


cago. 


Raymond Deston, 
CLU, has been 
elected vice presi- 
dent and director of 
agencies for West 
Coast Life. He had 
been Western vice 
president for John 
Hancock. 


i 

I’. Dewey Baker, Juneau business 
man, has been appointed vice 
president of D. K. MacDonald & 
Company of Alaska. The insur- 
unce brokerage firm operates in 
Seattle, Portland, Spokane, and 
Juneau. 

William C. Beisang and George 
Kk. McAleavey have been elected 
vice presidents of Founders’ In- 

3eisang will be admin- 

istrative underwriting officer. 

McAleavey will continue in 


surance. 


with a career contract that offers you: 


charge of systems and proce- 
dures. 

Robert F. Miller and Ralph New- 
man have been promoted to sen- 
ior vice presidents at National 
Union, Pittsburgh. Alvin K. 
Hatfield was promoted to vice 
president and treasurer. 

Louis T. Bates, has been named 
vice president and director of 
agencies for United American 
Life, Atlanta, Ga. 

Claud C. Cox, administrative as- 
sistant to the president of North 
American Accident, Chicago, 
was elected secretary. He suc- 
ceeds Hazel E. Boostrom who 
retired May 1, after 82 years 
with North American. 

Edmund J. Pieret has been named 
treasurer and aé_ director of 
Amalgamated Mutual Casualty, 
New York. He recently resigned 
as vice president and assistant 
managing director of Hospital 
Plan (Blue Cross) and Medical 
and Surgical Care of New York, 
und was formerly an examiner 
of the New York Insurance De- 


partment for some 15 years. 


Louis Lewison has been pro- 
moted to general counsel. 

Dr. Gordon W. McKinley has been 
promoted to executive director 
of economic and investment re- 
search by Prudential. He is a 
former director of the American 
Finance Association and a mem- 
ber of the Investment Research 
Committee of the Life Insurance 
Association of America. 


Frederick E. Rath- 

geber, formerly sec- 

ond vice president, 

has been named 

vice president and 

actuary for Pruden 

tial. 

Daniel T. DeWald has been named 
to the newly created position of 
director of the mortgage and 
credit life and disability divi- 
sion for American Casualty. 

Rolf Eckert 


actuarial 


has been appointed 

assistant for North 
American Reassurance. 

Robert P. Blumer has been ap- 

Continued on page 12 


- New-eeas YOUR OWN AGENCY 


Completely Vested Renewals 
for the premium paying period of the policy. 


Substantial override for general agents. 


Accident and Sickness Plans 


— “Your Partner for Life’. 


With Central Standard Life’s career contract, you can 





+ plan for your retirement + create an estate for your family 


>K enjoy liberal underwriting K join an agency-minded organization 


~ rh e secret 








See for yourself 
Write or wire today for 
your ‘“‘new approach” 
agent’s kit. Get full de- 
tails by contacting your 
local Central Standard 
General Agent or: John 
M. Laflin, Vice President 
and Agency Director. 
































CENTRAL STANDARD LIFE 


Founded JRAF — 


INSURANCE COMPANY 


211 W. Wacker Drive Chicago 6, Illinois 
Life « Accident « Sickness 
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YOU can sell more business prospects 
with 
HOME’S REPORTING FORM INSURANCE! 


Show your business prospects how to get full inventory protection at a cost based 
On average inventory value and watch your list of business clients grow! 


The Home's Reporting Form Insurance can do just that for you. It’s equally 
effective in unde 

the option of pay-as-you-go, with The Home's great, new THICO premium 
payment pian! 


rinsured and overinsured situations . . . and your prospect has 


Your Home Fieldman has all the information and material you need to build your 
business with business clients. Call him today and ask him about the 5 STAR PLAN! 


Shee HOME “ee rer 
Property Protection since 1853 


The Home Indemnity Company, an affiliate, writes Casualty Insurance, Fidelity and Surety Bonds ‘ 
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pointed a market research ana- 
lyst for Zurich-American. He 
was previously employed by Er- 
win Wasey, Ruthrauff and Ryan, 
advertising, Chicago. 

Robert O. Shepler, CLU, has been 
elected assistant vice president 
of North American Reassurance. 
He is in charge of the company’s 


new MidweéSstern office. 

John I. Nicholas has been named 
treasurer of Service Fire and 
Service Casualty of New York. 

George S. Hough has been elected 
president of Approved Finance, 
Inc., and of its subsidiary com- 
pany, Heritage Securities. Paul 
O. Sebastian and P. L. Thorn- 
bury were elected vice presi- 
dents of both companies. Mur- 
ray D. Lincoln formerly presi- 
dent, was named general chair- 
man of each of them. Both 


“BANKS THROUGHOUT NATION 
REMIND OWNERS OF HOMES 
TO RE-EXAMINE FIRE INSURANCE” 


Thus was headlined a recent article in The 


American Banker, influential daily news- 


paper of the financial industry. 


Here is material you can use! Tell your 


assureds and prospects that the biggest names 


in banking urge bringing policies up-to-date. 


A typical quote from an advertisement by The 


California Bank states: 


“Since 1947 the values of homes, on the 


average, have increased more than 50%. 


Have you reviewed the adequacy of your 


insurance recently?” 


This, and similar data, can help you increase 


your business. It’s a most opportune time for 


you to act! 


COMPANY 


MANCHESTER S NEW HAMPSHIRE 


GRANITE STATE 
FIRE INSURANCE 


COMPANY 


companies are affiliates of Na- 
tionwide Insurance. 

Robert J. Allen, assistant manager 
of the accident prevention de- 
partment of the Association of 
Casualty and Surety Companies, 
has been appointed director of 
the newly-formed Arizona Traf- 
fic Safety Foundation. The or- 
ganization represents the first 
full scale operation of its kind 
to carry out the highway safety 
plan recommended by the Presi- 
dent’s Committee for Traffic 
Safety. 


Karl Weipert (I. above), manager of the 
Mid-West department, has been elected 
vice president of Manhattan Fire & Marine. 
Russell P. Heindel, manager of the North 
Central office, has been elected vice presi- 
dent of both the Manhattan and the Guar- 
antee. All three companies are members 
of the London Assurance Group. 


William Breiby, FSA, FCAS, has 
opened an office as consulting 
actuary and adviser on retire- 
ment plans and life operations. 
He is on the board of Pacific 
Mutual Life, and recently re- 
tired as a vice president. Breiby 
also has written articles for 
THE SPECTATOR. 

Dr. Kenneth Black, Jr., CLU, 
CPCU, chairman of the insur- 
ance department of Georgia 
State College of Business Ad- 
ministration, has been appoint- 
ed editor of the C.L.U. Journal. 
He is co-author with Dr. S. S. 
Huebner of two books, and 
author of many articles and 
papers. He is an editor of in- 
surance books for Appleton- 
Century-Crofts, publishers. 

S. M. Ross, president of Dale and 
Company, has been elected pres- 
ident of the Canadian Board of 
Marine Underwriters. 

Donald E. Lynch, director of pub- 
lic relations for Mutua! Benefit 
Life of Newark, N. J., has been 
elected president of the Adver- 
tising Club of New Jersey. 

Owen E. Barker was elected pres- 

Continued on page 14 
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YOU'D NEVER KNOW HE HAD A CORONARY... 


a 
. 


Fi 


reeipte casei ngent ecg enya 


Some facts and fallacies about HEART ATTACKS 


A The chances of surviy ing a heart attack 


are now steadily increasing. 


TRUE—Not long ago, most people felt that a heart 
attack or a “coronary” usually meant sudden or 
early death—or a life of invalidism. 

Now we know that most victims of this disease— 
about 80 percent—recover from their first attack, 
and many of them recover fully enough to enjoy 
many useful years. 


After recovery, most coronary patients 
can go back to their work. 


TRUE—Recent studies show that the patient who 
has made a good recovery is not handicapped when 
he works under proper conditions. Placed in a job 
which does not unduly tax his heart, and given 
proper medical supervision, he can engage in daily 
work without harm. Indeed, most doctors encour- 
age their patients to return to work. 


Heart attacks are brought on by stren- 
uous physical activity. 


FALSE—Most heart specialists now believe that 
physical exertion has little, if anything, to do with 
a coronary attack. In fact, attacks often occur dur- 
ing sleep or rest. 

Many factors—including age, sex, occupation 
and diet—are believed to play a part in the develop- 
ment of coronary disease. 


Recovered coronary patients should 
keep their weight down. 


TRUE— Next to good medical care, nothing is more 
important for people who have had heart disease 
than to keep their weight at a desirable level. 

It is just as much of a burden on the heart to 
carry around ten pounds of extra and unneeded 
weight all day as it would be to carry around a ten- 
pound bundle constantly. 


A person who has had one heart attack 
will certainly have another. 


FALSE—The recovered patient should not live in 
fear that he will have another attack. He may—or 
he may not. 

By sticking to their doctor’s recommendations 
about diet, weight control, work, sleep and rest, 
more and more patients who have had heart attacks 
are living comfortably without further trouble. 


Medical science is forging new weapons 
against heart trouble. 


TRUE—Greate: progress against coronary disease 
will almost surely come with new methods of pre- 
vention and treatment. There is also hope that 
coronary attacks may be prevented by the use of 
anti-coagulants, or blood-thinning drugs. 

Research is also shedding new light on the role of 
diet, exercise, stress and heredity in relation to 
coronary attacks. 








COPYRIGHT 1959-—METROPOLITAN LIFE INSURANCE COMPANY 


(A MUTUAL COMPANY ) 


1 MADISON AVENUE, New YorkK 10, N.Y. 


This advertisement is one of a continuing series 
sponsored by Metropolitan in the interest of our 
national health and welfare. It is appearing in 
two colors in magazines with a total circulation 


Metropolitan Life Insurance Company in excess of 35,500,000 including Time, News- 


week, Saturday Evening Post, Ladies’ Home 
Journal, Good Housekeeping, Redbook, Reader's 
Digest, National Geographic, U. S. News. 
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These Names Make News 


Continued from page 12 


ident of the Association of Ma- 
rine Underwriters of the U. S 
Barker is chairman and presi- 
dent of Appleton & Cox. 
Herbert F. Walton, vice president 
of Allstate, has been elected a 
national director of the Con- 
trollers Institute of America 


Daniel deR. M. Scarritt has re- 
tired as president of Associated 
Aviation Underwriters. He will 
continue to be active as an avi- 
ation insurance consultant. 

Frederick T. Moses, chairman of 
the board of Firemen’s Mutual 
and Union Mutual, Providence, 
R. I., died suddenly at his home 
on April 7. An authority on fire 
protection, he was also head of 
the Rhode Island Society for the 
Prevention of Cruelty to <Ani- 
mals for the past 10 years. 








Report from Chicago: 


(or: It isn’t any secret any more!)* 


*The secret is ACTION!.. For the “ACTION” Story write or call 


NORTH AM 


ALLEN V. DOWLING, PRESIDENT 


Life, Accident & Health Insurance 


209 SOUTH LASALLE STREET 


1958 the North 
advanced 6] 
positions among all U. S. life 


During 
American 


companies — life insurance in 
force—placing it in the upper 
6th of the industry. 


Authority: The National Underwriter 
April 25, 1959 


ICAN 


ACCIDENT 
INSURANCE 
COMPANY 


Sin 


CHICAGO 4, ILLINOIS 








Ralph W. Low, formerly staff as- 
sistant, has been appointed man- 
ager of the new insurance de- 
partment of Westinghouse Elec- 
tric Corporation. Andrew R. 
Evans, who formerly was assis- 
tant director of real estate and 
insurance, has been made man- 
ager of the new real estate de- 
partment. 

Oliver M. Whipple, financial vice 
president of Gulf Life of 
Jacksonville, Fla., died on April 
26. He was previously vice pres- 
ident of Union Securities Corpo- 
ration, New York, and for 25 
years was associated with Mu- 
tual Life of New York. 

Earl M. MacRae, vice president of 
New York Life, has been elected 
president of Home Office Life 
Underwriters Association, suc- 
ceeding Wray M. Bell. William 
E. Walsh, vice president of 
Equitable Life Assurance So- 
ciety, and Arthur Faulkner, un- 
derwriting secretary, Massachu- 
setts Mutual Life were elected 
vice presidents. 

Clarke Smith, U. S. manager for 
Royal Insurance, was elected 
chairman of Underwriters Lab- 
oratories replacing C, W. Ohl- 

Merwin Brandon 
was elected president to replace 
Curtis R. Welborn, retired. Les- 
ter S. Harvey, president, New 
Hampshire Fire, and W. L. No- 
len, U. S. manager for North 
British and Mercantile, 
elected trustees on the board 
replacing C. W. Ohlsen and H. 
A. Clark, retired. 

William B. Cornett, 
sickness and accident for Pru- 
dential, has been elected chair- 
man of the Accident and Sick- 
ness Committee of the Life In- 
surance Agency Management 
Association. He succeeds Edgar 
S. Wescott, director of accident 
and sickness sales, Bankers of 
Nebraska. 


sen, retired. 


were 


director of 


William Elliott, board chairman of 
Philadelphia Life, has 
elected president of the Insur- 
ance Federation of Pennsylva- 
nia. 


been 


S. G. Behlmer, vice president and 
secretary of the Hartford Fire 
Group, has been named chair- 

Continued on page 16 
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In the Limelight 


Because of 
These Features 





In short, these features add up to quality. Genuinely 
new, unusual and liberal, they possess strong prospect 
appeal. Here are the facts: 

Within the next twelve months, 500,000 American 
families will have hospital and medical bills that will 
equal or exceed their annual incomes. Another 
1,000,000 families will incur medical expenses equal to 
half their annual salaries. Basic medical or hospital 
insurance is not enough to meet these catastrophic ex- 
penses. The Employers’ now provides the solution... 
Guaranteed Renewable Major Medical Coverage. 


nme HmMployers’ Group or insurance companies ~ 


The Employers’ Liability Assurance Corp., Ltd. e The Employers’ Fire Insurance Co. « 
Life Insurance Company of America 


The Employers 


1959 


For Individuals and Families 

Guaranteed Renewable to Age 65 

Level Premium. No Increase Because of Age. The Company Reserves 
the Right to Change Premium Rates on Class Basis Only. 

First Day Coverage for Accident and Sickness 

$500.00 Deductible 

Pays 80% of Covered Expenses 

Pays up to $7500 for Each Accident or Illness 

Special Conversion Privilege 


If you are an Agent who wants to be in the limelight, 
why not see for yourself how our new Guaranteed 
Renewable Major Medical Plan can help guard against 
today’s skyrocketing medical costs and at the same 
time increase your own Accident and Sickness writings 
appreciably? The entire sales approach has been de- 
signed to make it easier for the Agent to sell and for 
the buyer to buy. Of course, a special invitation 
is extended to Agents now representing The 
Employers’ Group... one of the few nation- 
wide, full-line life and property carriers. 


Ye 
110 MILK STREET 

BOSTON 7. MASSACHUSETTS 

Insurance Co. e The Halifax Insurance Co 


American Employers’ 


of Mass. 


15 





. 
. 
. 
. 
o 
. 
. 
* 
2 
e 
e 
° 
. 
- 

e 

e 

= 

s 

. 
. 


BROKERS! 

THINKING OF 
A:H? THEN 
THINK OF US 


Pa ssoteiins 





\ av 


fully satisfy their 
clients’ needs tor A & H protection 
Great-West’s three great 
featuring non- 


Brokers can now 


through 
new series of plans 


cancellable and guaranteed con- 


tinuable contracts. 


Grear-West Lite 


wc y dla By: Alito dl 
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man of the governing committee 
for the Reporting Form Service 
Office, New York. W. W. Allen, 
vice president of The Home, is 
vice chairman. 

Paul R. Goldenbogen was elected 
president of the Insurance 
Board of Cleveland. George E. 
Frankel was elected a vice pres- 
ident. 


H. S. Jamie- 
son, underwriting 
manager, has been 
elected underwriting 
secretary for Anchor 
Casualty. 


John 


James S. Kemper, board chair- 
man of Lumbermens Mutual 
Casualty and American Motor- 
ists, has been elected president 
of Associated Lumber Mutuals, 
a group of six mutual companies 
specializing in insurance for 
lumber firms. 

Kk. H. Miller of Carson City, Ne- 
vada, has been elected chairman 
of the Far West Agents Confer- 
ence. J. B. Holden, of Caldwell, 
Idaho, chair- 
man. 

George B. Thompson, Jr., 
president of John Hancock, has 
been elected chairman of the 
Combination Companies Com- 
mittee of the Life Insurance 
Agency Management Associa- 
tion. 

A. R. Buchel, Dallas, president of 
Gulf Insurance, has been elected 
chairman of the executive com- 
mittee of the Texas Insurance 
Advisory Association. 

Edward R. Klamm, accident pre- 
vention director of Allstate, 
Skokie, Ill., was one of three 
recipients of the first awards 
for outstanding service in the 
development of high school 
driver education in _ Illinois. 
Awards were presented by the 
Illinois Driver Education As- 
sociation. 

Powell E. Smith, executive vice 
president for Occidental Life of 


was elected vice 


vice 


California, has been appointed 
to the insurance committee of 
the Los Angeles Bar Associa- 
tion. 

Frank L. Driver, III and Martin 
A. Moore have been elected trus- 
tees of the Hospital Service 
Plan of New Jersey (Blue Cross) 
for three years. Francis A. 
Keane and Dr. Abram L. Van 
Horn have been elected for two- 
year terms. 

Julius S. Wikler, former superin- 
tendent of insurance who has 
served the Department of Insur- 
ance as consultant without pay 
since January 27, has ended his 
service with the department. 

John F. Bond, vice president and 
superintendent of agents, was 
elected a director of American 
Annuity Life, Lansing, Mich. 

George R. Shankle, vice president 
and cashier of the Citizens Na- 
tional Bank of Camden, Ark., 
and Clib Barton, attorney, have 
been elected directors of the 
Preferred Risk Group, Fayette- 
ville, Ark. 


George J. Varga, 
FSA, has been 
named an actuary 
of Nationwide Mu- 
tual and Nationwide 
Life. He had been 
group actuarial and 
underwriting man- 
ager. 


James Howard Clark has_ been 
elected to the board of trustees 
of Bankers Life of Nebraska. 
Clark is board chairman of the 
Philadelphia Suburban Water 
Company. 

Isador Lubin, who served as New 
York State Industrial Commis- 
sioner for four years and was 
special economics assistant to 
President Franklin D. Roose- 
velt from 1941 to 1945, was 
elected a member of the board 
of Eastern Life of New York. 

Michael Marchese, vice president 
of Massachusetts Mutual Life, 
retired May 1 after 46 years of 
service. 

Robert J. Haubenreiser, vice pres- 
ident and assistant treasurer of 
Southeastern Fire and vice pres- 
ident and secretary of Citadel 
Life, Charlotte, N. C., died 
April 7. 
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The answer, of course, is TIME. 
Why ? Because the reader of TIME is 
a reader in two positions to buy. 


The insurance needs of TIME’s read- 
ers range from fire insurance to lia- 
bility coverage for hundreds of em- 
ployees. TIME readers make deci- 
sions that can direct millions of 
dollars worth of business your way. 


And their interest in your field 
doesn’t stop with business insur- 
ance. Chances are they also need, 
and are constantly buying, coverage 
for their automobiles, household 
furnishings, boats, furs, jewelry — 
for the many, many possessions 
they and their families own. 


These are two important reasons 
why TIME readers are your ideal 
prospects—men who understand the 
value of insurance. Men who will be 
buying more and more and more in- 
surance, as their incomes and re- 
sponsibilities and influence go up 
...andup...and up. 
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The way the editors of TIME tell the complicated story of the news 


each week has attracted 2,350,000 families who are extraordinar 
prospects for insurance advertising 


These leading fire and casualty insurance companies 
advertise in TIME regularly to gain the attention and good 
will of the country’s best prospects 


AETNA CASUALTY & SURETY COMPANY ®& AMERICA FORE INSURANCE GROUKF 

AMERICAN HARDWARE MUTUAL INSURANCE COMPANY ®& CONTINENTAL ASSURANCE COMPANY 
EMPLOYERS MUTUAL LIABILITY INSURANCE COMPANY OF WAUSA 

GENERAL INSURANCE COMPANY OF AMERICA ®&® HARDWARE MUTUALS OF STEVENS POIN 


LIBERTY MUTUAL INSURANCE COMPANY & TRAVELERS INSURANCE COMPAN 
UNITED STATES FIDELITY & GUARANTY CO 


ADVERTISING OFFICES: NEW YORK ®& BOSTON ® CHICAGO ® CLEVELAND ® DETROI 
LOS ANGELES ® MINNEAPOLIS-ST. PAUL ® PHILADELPHIA ® PITTSBURGH ® ST.LOUIS 


SAN FRANCISCO ® DUSSELDORF ® LONDON ® MEXICO CITY ® MONTREAL ® OSAKA 
PARIS ® RIO DE JANEIRO ® TOKYO ®& TORONTO ® ZURIC 





“Here’s how I picked up $1,731 
in NEW premiums with more to come.” 


by a Pittsburgh insurance agent 


“When I heard that a contractor was about ready to 
renew his firm’s liability insurance, the first thing I did 
was call Bill Nearing, Special Agent for The American. 


“Knowing we were up against tough competition, Bill 
and I wasted no time making a detailed survey of this 
company’s present liability policies. It paid off! Bill 
found some over-lapping coverages. Back at his office 
he had The American underwriter work out a program 
that eliminated all duplication and offered proper cover- 
age at less premium . . . with The American’s Compre- 
hensive Liability Policy. 


“Needless to say, the contractor was pleased as 
punch. He not only awarded me the policy totaling 
$1,731 in premiums but also promised me, as soon as 
they expired, his personal Homeowners policy, the 
Money and Securities policy on the business, and the 
total Fire line on the office building and other property 
he owned . . . with premiums in excess of $2,000! 


“Believe me, I’m not letting this extra income go to 
waste. That’s a new outboard motor on my boat. And 
that’s Bill Nearing right next to it. It’s a real pleasure 
to take him for a cruise once in a while. After all, he’s 
worked as hard for it as I have!” 


You, too, can help yourself to extra income by 
taking advantage of The American’s fine reputa- 
tion, multiple line facilities and excellent branch 
office services...offering prompt policy-writing, 
expert engineering, premium auditing and speedy 
claim attention. Contact your closest American 
branch office. Let us prove to you that The American 
means business... MORE BUSINESS FOR YOU. 


NEWARK 1, NEW JERSEY 
The American Insurance Company « American Automobile 
Insurance Company « Associated Indemnity Corporation 


ACCIDENT & HEALTH + ALLIED LINES * AUTOMOBILE + BONDS + BURGLARY « FIRE » GENERAL LIABILITY 


GLASS «+ INLAND & OCEAN MARINE > 
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Wilmington, Delaware 




















STATEMENT OF 


One Year Term Insurance Addition 
(commencing on policy anniversary date) 


The purchase of one year term insurance 
additions is subject to the provisions of the 


policy and the dividend election in effect 


Policy 000000 


Number 


Nome of John F. Client 


Insured 

















Policy aoc April l, 1959 


One Year Term 70 
cio a $5 »8 
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Widely recognized today as one of the most desirable life insurance contract features obtain- 
able, the Term Addition Option is in reality a Continental American “‘first’’. Originated in 
1925, it added a vital new dimension to life coverage, permitting policyowners increased 
protection through dividend-purchases of additional insurance. Term Addition—the “Fifth 
Dividend Option” —evolved logically from a Continental American concept that has never 
changed . . . the concept of maximum protection at the lowest possible cost consistent with 
safety. The Term Addition Option is available on all policies except juvenile and special class. 


CONTINENTAL AMERICAN LIFE INSURANCE COMPANY 
WILMINGTON, DELAWARE 
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LOOKING OUT 


for your interests in insurance buying 
calls for professional skill. The independ- 
ent insurance agent is an expert in many 
kinds of insurance protection, including 
those provided by the U.S.F.&G. 
Select and consult your independent 


insurance agent or broker as you would 
your doctor or lawyer. 


TUSF&G 


CASUALTY—FIRE—MARINE INSURANCE e FIDELITY-SURETY BONDS 


United States Fidelity & Guaranty Co., Baltimore 3, Md. + Fidelity Insurance Co. of 
Canada, Toronto « Fidelity & Guaranty Insurance Underwriters, Inc., Baltimore 3, Md 


A new series of 
compelling U.S. F.&G. 
ads like this. . . in 
THE SATURDAY 
EVENING POST, 
TIME, U. S. NEWS 
& WORLD REPORT 
. is currently 
building still 
greater public 
respect for the 
independent agent. 





Approximately 500 Equitable representatives now wear the coveted key of 
the Chartered Life Underwriters. The C.L.U. study program at Equitable has 


been, and will continue to be, an integral part of our over-all training pro- 


gram—a program which is not surpassed in the whole field of insurance. 


* 
THE Eq uita ble LIFE ASSURANCE SOCIETY OF THE UNITED STATES ©!959 


Home Office: 393 Seventh Avenue, New York 1, New York 
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This month America Fore 
Loyalty’s advertising features 
TRIP TIPS—a popular booklet de- 
signed to help motorists plan carefree 
vacations. 


With nearly two million copies already in 
circulation TRIP TIPS continues to contribute 
to the cause of highway safety by offering 
valuable hints on safe driving. It also 
carries an important message about 
insurance and the services available 
through America Fore Loyalty 
agents. 


HOW TO READY YOUR HOUSE 
BEFORE YOU GO? 
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Here’s a local company well known to you... 
it’s prosperous in a fast-expanding field, These 
men are members of the executive committee 
.. . you've written property insurance on the 


A case for company ... and probably you’ve-done business 
with them individually. 


+ 
FEECA LIFES But as a group, they are perfect prospects for 
/Etna Life’s Pension Planning Service. A nearby 


PENSION PLANNING Etna Life General Agency has pension plan ex- 


perts ready to help general insurance men de- 


SERVICE velop and sell these substantial, cases. 


Why not check your files for companies (and 
men ) like these, today? 


Service to General Insurance Men 
“Compass” is a monthly AZtna Life service pub- 
lication written especially for general insurance 
men and brokers. It points out unusual opportu- 
nities for building commissions and for cementing 
relationships with your clients and their attorneys 
and accountants. To receive your copy regularly 
write: “Compass”, AZtna Life Insurance Company, 
Hartford 15, Conn. 


AQ | @ “TNA LIFE 


INSURANCE COMPANY 


Affiliates: ATNA CASUALTY AND SURETY COMPANY © STANDARD FIRE INSURANCE COMPANY ¢ Hartford, Connecticut 
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“And then I sa 
let me tell you about my payroll audit problem...’ 


a 
sete! 
VEG, lerck 


Perhaps you’d like to tell about yours. 
Or perhaps you’re writing your work- 
men’s compensation with Bituminous 
and have no problem. Your collections 
are simplified; you have prompt informa- 
tion on commissions due. Prompt per- 
formance on audits is just one advantage 
of placing compensation with Bituminous. 
Add Bituminous flexible, open-minded 
underwriting, Bituminous top-drawer 
safety engineering and claim service and 
you have a combination hard to beat. 


tet 
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(© * Bituminous 


id, ‘If you think you have a payroll audit problem 


9 


Get the Bituminous story from 
nearest branch, as listed below. 








BRANCH OFFICES AND 
SUPERVISORY GEN'L AGENTS: 
Atlanta, Ga.; Belleville, Ill.; 
Dallas, Tex.; Detroit, Mich.; 
Minneapolis, Minn.; Nashville, Tenn 


Richmond, Va.; Rock Island, Ill., and St. Louis, Mo 


Birmingham, Ala.; 
Charlotte, N. C.; Chicago, Ill.; Coral Gables, Fla.; 
Indianapolis, Ind.; 
Kansas City, Mo.; Louisville, Ky.; Milwaukee, Wis.; 
New Orleans, 
La.; Omaha, Neb.; Philadelphia, Pa.; Pittsburgh, Pa.; 








? 


BITUMINOUS FIRE AND MARINE INSURANCE COMPANY ¢ ROCK ISLAND, ILLINOIS 


Specialists in Workmen's Compensation 





THE 

TRAVELERS 
PAY-BY-THE - MONTH 

BUSINESS INSURANCE PLAN \ 


THE HOTTEST IDEA IN INSURANCE SELLING TO- 
DAY, THE TRAVELERS BUSINESS INSURANCE PLAN, 
ENABLES A BUSINESSMAN TO PAY FOR ALL HIS 
INSURANCE WITH JUST ONE CHECK A MONTH. 
GONE ARE BIG LUMP-SUM PAYMENTS THAT DRAIN 
ALL-IMPORTANT CAPITAL. GONE, TOO, THE FRUS- 
TRATION OF TRYING TO KEEP TRACK OF A VARIETY 
OF DUE DATES THAT COME UP AT THE WRONG 
TIME. BY PAYING ONCE A MONTH INSTEAD OF ALL 
AT ONCE, YOUR PROSPECTS AND CLIENTS CAN NOW 
BUY THE COMPLETE PROTECTION THEY ALWAYS 
NEEDED BUT COULDN’T AFFORD. AND THEY’LL 
ENJOY THE CONVENIENCE AND ADVANTAGES OF 
HAVING ALL THEIR INSURANCE HANDLED BY ONE 
AGENT AND ONE COMPANY. THE TRAVELERS BUSI- 
NESS INSURANCE PLAN IS A STORY YOUR BUSINESS 
PROSPECTS WILL WANT TO HEAR; ONE THAT WILL 
LEAD TO BIGGER SALES AND COMMISSIONS FOR 
YOU. YOU’LL FIND THE PLAN ALSO CUTS RED 
TAPE, MEETS COMPETITION ON ALL FRONTS, AND 
SAVES EXPENSE DOLLARS IN OPERATING YOUR 
OFFICE. FIND OUT ABOUT YOUR OPPORTUNITIES 
FOR SUCCESS IN ACCOUNT SELLING. CALL OR 
WRITE OUR MANAGER IN THE BRANCH OFFICE 
NEAREST YOU. ASK FOR THE BUSINESS INSUR- 
ANCE KIT. IT’LL GIVE YOU COMPLETE DETAILS. 


nN BUSINESS 


=F THE TRAVELERS 


CH THE TRAY 
INSURANCE COMPANIES, HARTFORD 15, CONNECTICUT 


All forms of personal and business insurance including 


Life « Accident « Group « Fire « Marine * Automobile * Casualty + Bonds 
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Life Companies’ 1958 Expenditures 

N unique table in this issue of THE SPECTA- 

TOR shows how 64 life insurance companies 
disbursed their income dollars in 1958. There 
is no norm which can be used for comparison 
between these leading companies. As a matter 
of fact, the table demonstrates that the develop- 
ment of life insurance in recent years has been 
channelled into such diverse lines that each of 
the great companies of the business is pre-emi- 
nent in the field in which it operates. Instead 
of one leader, there are numerous companies 
which rank first either in a special branch of 
life insurance or in some combination of two 
or more branches. In each category also there 
are two distinct classes—the one stock and the 
other mutual. 





The "Expenditure Tables" Are On 
Pages 88 and 89 





For example, there are 64 companies in the 
table herewith. Not more than three of them 
could be grouped as underwriting and stressing 
identical classes of business. As a result, to pro- 
vide any basis of comparison between individual 
companies, the listing of companies would have 
to be broken into some 30 categories. At least 
30 different factors have a bearing on the pro- 
cedures and progress of the companies in rela- 
tion to their income on the one hand and their 
disbursements on the other. 

The record is most effective evidence that each 
life insurance company offers every policyholder 
an economical way to build an estate and guar- 
antee the integrity of his family though death 


June 1959 


today or tomorrow may cut short such other 
plans as he is making to prolong financial guard- 
ianship over his dependents. Stress has been 
placed in modern life insurance selling on the 
advantages that a life policy brings to its owner 
while he is alive. There are also many benefits 
that a living policyholder can obtain from his 
life insurance. There have been instances, when 
a national economy or a segment of it has been 
distressed, that life insurance was the sole 
source of cash for its owners. On such an his- 
toric occasion as the depression of 1929-1933, 
life insurance provided the only cash available 
to thousands who otherwise might have joined 
the holders of stock and bonds on the WPA roles 
or on relief. 

In the final analysis, however, were there no 
death, there would be no life insurance. The 
other beneficences which can now be claimed 
for a life policy are not the prime cause of its 
acclaim as the most popular possession of the 
American family and the business man. The un- 
certainty of life’s span and the certainty of 
death have built life insurance. Cash values, 
loan conveniences, disability protection, retire- 
ment incomes, and investment and saving values 
have been developed by wise and progressive life 
insurance management as added bonuses. These 
latter have bulwarked the decision of millions 

Continued on page 87 
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Capitol Headlines 


About 150,000 employee welfare-pension fund descriptions have 
been filed, the U. S. Labor Dept. estimates. The number not filed 
as required by law is conservatively figured at around 100,000. In 
late April, the Bureau of Labor Standards had indexed 40,000 de- 
scriptions. Not before June will the remainder of those filed be 
entered on the public reference shelves. 


Persons working after age 65 could earn additional social secur- 
ity retirement credit, a new Senate bill proposes. S. 1894, intro- 
duced by Sen. Clark, Pa., would credit workers with 4 per cent 
per year for each year of employment between ages 65 and 72. 
They would get no benefits while earning more than $1200 a year. 
But at 72 they would get 28 per cent above normal benefits. 


Domestic marine insurers spread the risks to provide large 
limits and other “liberalized facilities.” Thus they are able to 
compete in the world insurance market, stresses Miles F. York, 
president, American Institute of Marine Underwriters. He makes 
these points in a statement to the Senate antitrust subcommittee, 
which is looking for monopolistic practices by insurers. 


Dismissed is a Federal Trade Commission false advertising com- 
plaint against Southern National Insurance Co., Little Rock, Ark. 
Firm petitioned for dismissal, which was granted on jurisdictional 
grounds. FTC terminates its cease and desist order in the acci- 
dent and health insurance advertising case. 


Changes in the Atomic Energy Commission indemnity regula- 
tion are proposed for public comment. One would name varying 
amounts of financial protection for reactors of up to 10 megawatts 
of thermal power. A second gives a protection formula for re- 
actors of over 10 megawatts. The third sets protection at $1 mil- 
lion on storage of special fissionable material at a reactor site. 


Machines recently developed simplify part of the work at the 
U. S. Health, Education, and Welfare Dept. Microfilm equipment 
in the national employee index speeds the job of replacing some 
three million lost, misplaced, or worn-out social security cards 
each year. Maintaining the index by the new method will save 
about $145,000 a year, estimates Health and Welfare Secretary 
Flemming. 


Extension of the marine war risk insurance act until Sept. 7, 
1965, is the aim of new Senate bill, S. 1234. Offered by Sen. 
Magnuson, D., Wash., it expresses U. S. Commerce Dept. interest 
in this emergency law. Act is due to expire on Sept. 7, 1960. 
Commerce Dept. urges its extension to prevent “catastrophic 
failure” of shipping in wartime. 


April 25—When the St. Lawrence 
Seaway opened, the British 
Insurance Association, London, is- 
sued a statement on the British 
Insurance participation in the St. 
Lawrence Seaway project. The 
statement reads as follows: 

“The building of the St. Law- 
rence Seaway which will eventu- 
ally enable ships of up to 10,000 
tons to travel from the Atlantic 
to the heart of the American and 
Canadian Middle West has _in- 
volved British Insurers in numer- 
ous novel problems. 

“The British Marine Insurance 
Market has been concerned with 
the assessment of the risks in- 
volved in the 200-mile sea voyage 
‘west of Montreal’ into the Great 
Lakes. These risks necessitate an 
additional premium and a scale of 
additional premiums is now in op- 
eration. 

“Existing British marine insur- 
ance business on the Lakes has 
come mainly from two classes of 
ships—the lake steamers known 
as ‘lakers’ which up to now have 
been confined by their size to sail- 
ing on the Great Lakes, and the 
much smaller canal boats called 
‘canallers’ which have been using 
the old 14 foot deep canal between 
Montreal and the Lakes. 

“The seaway now replaces that 
canal with a dredged channel 27 
foot deep and the 21 existing locks 
have been replaced by seven new 
ones nearly three times their 
length and twice their breadth. 
This means that lakers can now 
travel from the Lakes down to 
Montreal and may in time take 
away all the business from the 
canallers. 

“The British market regards the 
seaway as a novel risk, involving 
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inland hazards which are not met 
on the Panama and Suez canals. 
The seaway runs from Montreal 
to Lake Ontario through a com- 
plicated narrow channel, and un- 
derwriters hope that every ship 
using it will carry radar. There is 
also the risk of collision to be 
considered—particularly the dan- 
ger of fog in the St. Lawrence 
Gulf and the Lakes. 

“The difference in height be- 
tween the two ends of the seaway 
is 225 feet and this means that 
there will be locks to cope with. 
The question of pilotage is now 
being considered by the Canadian 
and United States authorities and 
agreement has not yet been 
reached. But it is likely that pilot- 
age will be compulsory for all 
non-Canadian and _ non- United 
States vessels. 

“The first year of operation of 
the seaway will be something of 
an experiment for no one knows 
how many ocean going ships will 
take their own cargoes straight 
through the seaway into the Lakes 
and how many will find it more 
economic to transfer their car- 
goes into lakers at Montreal. It 
is thought that ships carrying 
packaged freight may prefer to 
make the voyage themselves while 
ships carrying bulk cargoes like 
grain, ore and coal which can be 
easily handled with modern equip- 
ment will make use of the lakers.” 


3rd NAIA Campaign 


April 27—A third proposed $2 mil- 

lion advertising program was 
voted for the National Association 
of Insurance Agents by the Asso- 
ciation’s National Board of State 
Directors at its mid-year meeting. 
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by PAUL WOOTON 
Member, Chilton Editorial Board 


WASHINGTON TRENDS 


FTER public hearings be- 
A fore the Senate Committee 
on Post Office and Civil Service 
on the bill to provide govern- 
ment employees with group 
health and accident insurance, it 
was decided that the bill would 
have to be rewritten. The alter- 
ations were being made when 
this was written. One of the 
arguments being 
that the federal 
should follow the prevailing cus- 


advanced is 
government 


tom in large private establish- 


premium. 





ments and pay a part of the 


A bill liberalizing group insur- 
ance in the District of Columbia 
has passed in the House. Albert 
I. Jordan, head of the District 
of Columbia Department of In 
surance, feels the present law 
stifles competition and needlessly 
interferes with management in 
making underwriting decisions. 


He thinks he should not be re- 
quired to prevent 
group contracts “which a quali- 
fied insurance company wishes 
to sell and which citizens want 


reasonable 


to buy.” 





The recommendation for the 
program, and approved with but 
two dissenting votes, read: 

“1. The 1960 National Adver- 
tising Program goal shall be $2 
million—the same as it has been 
in 1958 and 1959. 

“2. Each state to 
subject to the findings of a seven 
man committee of this Board, ap- 


participate 


pointed by the President; this 
committee shall study a revision 
of participation predicated upon a 
basic advertising program, as pre- 
viously attained, and report to this 
board at the annual meeting in 
September 1959; its findings, as 
reported or revised and adopted, 
shall become retroactive to Sep- 

Continued on page 33 





Insurance Building Facts 


Pittsfield, Massachusetts — Berk- New York, New York. Manhattan an eight-story loft and storage 
shire Mutual Fire has com- Life has completed the removal building adjoining its home of- 
pleted interior remodeling for of its home office operations fice. 120,000 sq ft. 
its home office with a gain of from 120 to 111 West 57th 
approximately 30 per cent in Street. Building was purchased Omaha, Nebraska. Guarantee Mu- 
usable floor space. Carroll, in April, 1958. tual Life’s new building has 
Verge and Whipple were gen- been selected by Office Manage- 
eral contractors. Newark, New Jersey: Workmen ment magazine as the most out- 

raise 100-foot flagpole (see pic- standing office building of its 

Hartford, Connecticut. Life In- ture) atop Prudential’s Plaza size completed in 1958. The 
surance Agency Management 214-story structure has exterior 
Association has moved into a walls of glass and aluminum 
new three-story building. Mov- with highlights of natural lava 
able partitions afford flexibil- ; stone and is surrounded by 11 
ity. Conference room is large landscaped acres. 
enough to house some of the 
Association’s schools for man- 
agers and home office people. 
Architects: Russell & Gibson, 
R. Von Dohlen, associate. 
Builder: Horn Construction 
Company. 


Dallas, Texas. United Fidelity 
Life has announced plans for 
a ten-story addition to its home 
office. Company acquired land 
and buildings adjacent to the 
present office. Buildings on the 
newly acquired property will be 
razed to make room for the addi- 
tion. Old section of the present 
building will be remodeled inside 
and out as part of the overall 
structure. New home office will 
have a facade of steel, glass and 
aluminum. 


Albany, New York. Hartford 
Fire’s Albany office now occu- 
pies a new one-story Colonial 
building. 14,000 sq. ft. of floor 
space. General contractor: 
Henry V. Rector, Inc. 


New York, New York. Commer- 


ira GaP wl SECU” uding, Pole six 70 fest Dally, Teas, Prctrian Mutu 
proposed Grand Central City, a ae aaagei vines height Life will start construction this 
added ta taandeieh on va at-atory mrncrare to 440 fall on a 15-story home office 
ss al daelian dn t eil cecihciacalh a potas Peta tc psn tap building (see picture). It will 
adjoining Grand Central Ter- aie Pty eg 1 
minal. The octagon-shaped, 55- ‘ 

story structure will cost an es- 

timated $100 million. Occu- Pittsburgh, Pennsylvania. Amer- 
ica Fore Loyalty Group has 
erected a five-story building for 
combined operations of com- 
pany activities here. 50,000 sq. 
ft. of office space. Building has 
aluminum windows with col- 
ored glass and spandrel panels, 
and a garden terrace adjacent 
to the lobby. Architect: Paul 
Kossman. 


pancy is planned for 1962. 


New York, New York. United 
States Life, National Automo- 
bile Underwriters Association, 
and Boston Insurance are 
among initial tenants of the 17- 
story building recently com- 
pleted at 125 Maiden Lane. En- 
trance has a reflecting pool and 
fountain with two-story high 
marble backdrop. Newark, Ohio. State Farm Mutual 

Auto has broken ground for a 

Mow Week: Mew Werk: -Tenchers regional office, housing the East 

Central division of the com- 

pany. One-story structure is ex- 

pected to be completed by next 

January. 61,000 sq. ft. be built on the site of the pres- 





Insurance and Annuity and 
College Retirement Equities 
Fund have moved into the re- 


cently completed office building San ; 
at 730 Third Avenue. Archi- ent building but will cover 


tects: Carson & Lundin. St. Louis, Missouri. General twice as much land area with 


Builder: Turner Construction. American Life has purchased Continued on page 53 
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Daily Reports 
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tember 1, 1959. 

“3. States which raise over their 
base subscriptions shall receive 
advertising within their state in 
addition to the basic program in 
proportion to the amounts by 
which they exceed the minimum. 

“4, States which fail to attain 
their base minimum subscriptions 
will receive less than the full ba- 
sic advertising program. 

“5. The Executive Committee 
will be authorized to begin this 
program at what it may determine 
to be the proper time and to exer- 
cise its judgment in the selection 
of the specific program that will 
most nearly fit the funds available 
or that may be reasonably antici- 
pated.” 

The seven man committee named 
by President Archie Slawsby in- 
cluded Peter Walsh of Colorado, 
Chairman; Lawrence Derby of 
Arkansas; Valmore Forcier of 
Connecticut; Howard Gescheidler, 
Jr., of Indiana; H. T. Moran of 
Oklahoma; Gordon Friedrich of 
Texas, and Ralph Callister of 
Utah. 

Chairman Joseph Neumann re- 
ported that the 1959 subscriptions 
had almost reached the one mil- 
lion dollar mark. 


Investments Attacked 


April 28—“Local independent re- 

tailers are being kept out of 
new shopping centers and newly 
constructed downtown locations 
by the stringent credit require- 
ments imposed by insurance com- 
pany backers of these develop- 
ments,” James E. Allen, president 
of National Association of Whole- 
salers, told a Senate Small Busi- 
ness Subcommittee. 

“In order to get the maximum 
construction loan, and thus have to 
furnish the least possible amount 
of their own cash, shopping cen- 
ter developers have to sign up be- 
tween 70% and 80% of the avail- 
leases to AAA-1 
nationally rated credit risks,’ he 
said. “It makes no difference how 
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good the credit rating of the local, 
independent retail merchant, or 
how good a merchant he may be, 
his lack of a national credit rating 
precludes favorable consideration 
of his application for a long-term 
lease on adequate square footage 
over the full period of the face 
amount of the lease.” 

Mr. Allen said he believes there 
is a place in the national distribu- 
tion system for all kinds of retail- 
ers, and that he does not ask for 
restrictions on any type of retailer 
in the leasing of shopping center 
space. 

“We ask only for the removal of 
discriminatory against 
the small, independent merchant 
who can offer proof of reasonable 
financial responsibility but not a 
national credit rating when he 
seeks space in a new shopping 
center or in a modern downtown 
building.” 

“We believe that some form of 


practices 


private lease insurance program, 
possibly reinsured by an existing 
government agency on a sound ac- 
tuarial basis without drain on the 
taxpayer, might be the answer,” 
said Mr. Allen. 


May 1—National Life of Vermont 

has withdrawn its two poli- 
cies known as PEP and E-95, ef- 
fective June 15. These are the 
only two policies offered by the 
company which have a_ higher 
early cash value pattern than 
other plans. 

Deane CC. Davis, president, 
stated, “We introduced these two 
contracts in order to segregate 
our so-called minimum pay busi- 
ness from other plans. We in- 
cluded higher cash values, divi- 
dend deposit rider, and introduced 
a flattened commission scale. 

“However, all the publicity con- 
nected with the hearings by the 
New York Department on this sub- 
ject, and the release by the de- 
partment of a tentative draft of 
regulations, have resulted in an 
abnormal concentration on mini- 
mum pay selling. As a conse- 
quence, our ratio of financed in- 
surance has picked up sharply. 

“We believe there is nothing in- 
herently wrong with financed in- 
surance, but we are not, and never 
have been, interested in taking 

Continued on page 34 
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Milestones 


Charles F. C. Hutt, assistant secretary of the Hartford Fire, 
has retired after 52 years of service. He was the first staff mem- 
ber of the company’s automobile department when it was organ- 
ized in 1910. 

John H. Ehn, general agent for Mutual Trust Life of Chicago, 
was honored at the company’s annual convention for 50 years of 
service. 

George A. Bernard, marine secretary, has retired from the 
Royal-Globe Group after 50 years of service. 

Mutual of New York honored 540 home office employees for 
service of 25 years or more at a dinner in New York. 

Peerless Insurance, Keene, N. H., held its first annual award 
presentation for 14 employees with 25 or more years of service 
following the stockholders’ meeting on April 28. 

New York Insurance Department marked its one hundredth 
anniversary on April 15. The New York legislature in 1859 passed 
a law establishing the department. 


Detroit's Mayor Louis Mariani presided at cake-cutting 
ceremony launching celebration of Standard Accident's 75th 
anniversary. With the mayor (I. to r.) are E. A. Warnica, 
senior vice president of Standard Accident; Detroit police 
commissioner Burt Hart; and L. K. Kirk president of the 
insurance company. 


North British Group observed a sesquicentennial of advertising 
on April 17. The group’s first advertisement, directed “To the 
Landed and Commercial Interests of Scotland,” appeared in Edin- 
burgh papers in 1809. 

Equitable Life Assurance Society, New York, celebrates its 
100th anniversary this year, and has issued a special annual 
report titled, “A Century of Building Family Security.” 

Franklin Life, Springfield, I]]., marked its 75th anniversary 
on March 24 with a dinner. 

North Carolina Mutual Life, Durham, observed its 60th anni- 
versary with a week-long celebration and a dinner attended by 
the Liberian ambassador to the United States as special guest. 
Company operates in nine states and the District of Columbia, 
with $250 million in force. 

Interstate Life & Accident celebrates its 50th anniversary this 
year. 

Provident Life, Bismarck, N. D., has passed the $200 million 
mark of insurance in force. 

United American Life, Denver, has more than $100 million in 
force. 

National American Life, Baton Rouge, La., has over $100 mil- 
lion in force. Company began operations in April, 1956. 


Daily Reports 
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large percentages of this business, 
and hence have acted in order to 
reduce current volumes.” 


Progress for CSO 1958 


May 6—Thirteen states have en- 

acted legislation incorporat- 
ing the Commissioners 1958 Stan- 
dard Ordinary Mortality Table 
into state nonforfeiture and valu- 
ation statutes. 

Minnesota, North Dakota, South 
Dakota and Wyoming completed 
action first. Recently nine addi- 
tional states—Indiana, Kansas, 
Maine, Maryland, New York, 
Rhode Island, Vermont, Washing- 
ton, and West Virginia. 

In addition to adopting the 1958 
CSO Table for ordinary insur- 
ance, the bills also substitute the 
Commissioners Extended Insur- 
ance Table for 130 per cent of 
the 1941 CSO Table for computa- 
tion of extended term insurance 
and, where necessary, permit for 
females the use of an age not 
more than three years younger 
than the actual age for policies 
issued on the basis of the 1958 
CSO Table and the 1941 CSO 
Table. 

Similar legislation has been in- 
troduced in the legislatures of 15 
other states. 


May 15—Insignia and certificates 

have been mailed to 13,772 
qualifiers for the 1959 National 
Quality Award. 

National Association of Life 
Underwriters and Life Insurance 
Agency Management Association, 
co-sponsors of NQA program, re- 
port that an analysis of NQA ap- 
plications approved to date indi- 
cates that the total number of 
1959 qualifiers is 1,916—or 12.21 
per cent—below the final 1958 
tally. 

NALU’s director of field ser- 
vices Ann Bickerton notes that 
this decrease undoubtedly reflects 
the upward trend in lapse ratios 
and the industry’s continued in- 
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ability to find solutions to its 


agency turnover problem. 


May 20—Insurance companies in 

12 cities across the country 
are planning book collection drives, 
for distribution in foreign coun- 
tries as a part of President Eisen- 
hower’s Program for People-to- 
People Partnership. 

At an organization meeting, 
called at Metropolitan Life by 
President Frederic W. Ecker, 
chairman of the Insurance Com- 
mittee of President Eisenhower’s 
Program, representatives of the 


life, accident and sickness, fire, 
casualty, marine and surety com- 
panies agreed to undertake the 
book drive during the week of 
June 1-June 5. 

Holgar J. Johnson, president of 
the Institute of Life Insurance, is 
chairman of the New York City 
Campaign. It is expected that at 
least 40,000 books will be collected 
from nineteen companies in this 
city alone. The books will be dis- 
tributed overseas with the aid of 
the U. S. Information Service to 
countries in Asia, Africa, Europe 
and South America. 





Senate OK's Life Tax Bill 


May 19—The Senate has approved 

without objection the Life In- 
surance Company Income Tax Act 
of 1959. 

The Senate measure differs from 
that approved by the House of 
Representatives on February 18. 
Among these changes, it substi- 
tutes a five-year individual com- 
pany averaging of investment in- 
come for tax calculation under 
phase 1 of the bill, instead of the 
House formula based on_ both 
individual company experience in 
the current tax year and industry 
averaging. The bill has gone back 
to the House of Representatives 
for concurrence on changes made 
by the Senate. 

Retroactive to the tax year 1958, 
the measure will produce an esti- 
mated $500 million of revenue for 
that year. This is an increase of 
approximately $180 million over 
the taxes which would have been 
paid by life insurance companies 
had stopgap legislation of recent 
years been applied to 1958. 

In a 132-page report released 
earlier, the Senate Finance Com- 
mittee observed: 

“Your committee has in general 
retained the basic provisions and 
framework of the House bill which 
would provide a three-phase tax 
base for life insurance companies: 
the first is on a portion of invest- 
ment income; the second is on one- 
half of underwriting income; and 
the third is on the remaining half 
of the underwriting income to the 
extent it is distributed to stock- 
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holders or certain other conditions 
exist. This latter, or phase 3 tax, 
applies only if more than the in- 
come taxed under phases 1 and 2 
remaining after tax, is distributed 
to stockholders. 

“Neither the 
committee’s bill apply this phase 3 
tax in 1958. Your committee’s bill, 
however, provides a further tran- 
sitional making the 
phase 3 tax generally only one- 
third effective in 1959 and two- 
thirds effective in 1960. Both the 
House and your committee’s bill 
impose a separate, flat 25 per cent 
tax on net long-term capital gains 
(in excess of net short-term capi- 


House nor your 


period by 


tal losses). 

“Both the House and your com- 
mittee’s bill determine the taxable 
portion of the phase 1 investment 
income tax base on an individual 
company basis rather than, as 
does the 1942 formula, on the 
basis of a uniform percentage of 
investment income applying to the 
entire industry. Under your com- 
mittee’s amendments the taxable 
portion is determined by applying 
to life 
justed) an interest rate represent- 
ing the average earning rate of 
the company on its assets over the 
current and four prior years. The 
House bill, on the other hand, 
takes into account the current 
year’s earnings rate of the indi- 


insurance reserves (ad- 


vidual company, but also averages 
with this the rate the company as- 
sumed in establishing its reserves 
(for the industry average assumed 
rate for the prior vear if higher 


Property Institute Set 


May 18—Harold K. Philips, public 
relations manager of the As- 
sociation of Casualty and Surety 
Companies, said that under the 
new Insurance Information Insti- 
tute public relations “will take its 
place beside indemnification and 
prevention as one of the major 
principles of sound insurance.” 
In an address before the annual 
meeting of the American Associa- 
tion of Managing General Agents, 
he said the Association “unani- 
mously and enthusiastically ap- 


Charles J. Haugh, (above) 
vice president of The Travelers 
and Travelers Indemnity, has 
been elected president of the 
Association of Casualty and 
Surety Companies. J. Victor 
Herd, chairman and president 
of America Fore, was elected 
vice president. 


proved” the establishment of the 
new organization at its recent an- 
nual meeting. Before the month 
is over, he added, all of the other 
major stock insurance organiza- 
tions will have taken similar ac- 
tion. 

Mr. Philips said the significance 
of this historic step is that “just 
as quickly as staffs can be trans- 
ferred and additional new person- 
nel employed, all of the public re- 
lations activities now adminis- 
tered separately by the various 
capital stock casualty, fire, sure- 
ty, inland marine and rate-making 
organizations will be combined 
within an Institute that is dedi- 
cated to giving this business the 
adequate and effective and con- 
tinuing public relations it so 
richly deserves and clearly needs.” 


Continued on page 36 





Company News 


Continental Insurance, New York, 


and Fidelity-Phenix Fire pro- 
merging operations with 
Continental as the surviving 
corporation. It is planned to in- 
crease authorized capital of 
Continental from $33,500,000 to 
$39,991,450. 


pose 


Knoxville Tenn.) Chamber of 
Commerce has selected an or- 
ganization committee to found 
and charter the first large life 
insurance company in the city’s 
history. 





Hathaway G. Kemper [I.) accepts con- 
gratulations upon his election as presi- 
dent of the American Mutual Insurance 
Alliance from outgoing president Walter 
E. Otto. Kemper is chairman of Lumber- 
mens Mutuo! Casualty, Chicago. 


Associates Life and Disability In- 
come companies, both of Indian- 
apolis, have voted to merge op- 
erations with Associates Life 
as the survivor. 


Western and Southern Life of 
Cincinnati has purchased the 
United Life of Jacksonville, 
Fla. United Life’s operations 
will be continued until business 
is reinsured by Western and 
Southern. Then Jacksonville fa- 
cilities will become a 
headquarters for the 
firm. 


regional 
parent 


;uarantee Mutual Insurance is 
the new name for Merchants 
and Farmers Fire of Worcester, 
Mass. Company has reinsured 
the Guarantee Mutual Fire of 
Springfield, Ohio. 


Old Republic, Greensburg, Pa.., 
coal mine workmen’s compensa- 
tion carrier, has taken over the 
coal mining business and ser 
vice personnel of Reliance In- 
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surance Company. 

Western States Life has increased 
its authorized capital stock 
from 350,000 shares to 2 mil- 
lion, par value $1 each. A stock 
dividend of 40 per cent was paid 
May 1 to stockholders of record 
April 30. 

Seaboard Life of America, Miami, 
has been licensed in Tennessee 
and Illinois. Firm is also ad- 
mitted to Florida and Delaware, 
and has applications pending in 
25 additional states. 


James D. Fletcher (I.) is new president 
of the Federation of Mutual Fire Insur- 
ance Companies. Harry D. Durham 
(center) has been chosen president of 
the National Association of Automotive 
Mutual Insurance Companies. Hubert W. 
Yount heads the National Association 
of Mutual Casualty Companies. 


Homesteaders Life, Des Moines, 
Iowa, has been admitted to 
Texas, and now operates in 21 
states. 

Manufacturers Life has been li- 
censed in the State of Montana. 
It is now licensed in 33 states 
and District of Columbia. 

Connecticut Indemnity, affiliate of 
Security-Connecticut, has been 
elected to membership in the 
Surety Association of America 
which comprises 79 member 
companies. 

Life Office Management Associa- 
tion now has a membership of 
354 companies, nine new compa- 
nies having joined recently. 

Midland Casualty, Chicago, has 
been elected a member of the 
Association of Casualty and 
Surety Companies. 

David A. Tapley has opened an 
actuarial consulting service for 
fire and casualty companies in 
St. Louis, Mo. 
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May 22—<Aute insurance policies 

could be accused of speeding 
during the last few weeks. The 
rapidity of changes has exceeded 
normal rates many times within 
the month. 

First the National Bureau of 
Casualty Underwriters and the 
National Automobile Underwrit- 
ers Association put out a “merit 
plan” for California. This re- 
warded safe drivers—free of ac- 
cidents or moving traffic viola- 
tions for three years—with a 20 
per cent premium reduction. Two 
or more accidents or violations 
would cause a 20 per cent rise in 
the premium. 

A storm of protest — “Whose 
fault caused the accident?”’— 
caused modifications of the plan 
before it went into effect May 1. 
From other states came demands 
that “merit plans” be put into 
effect there too. 

At the same time, non-Bureau 
companies rushed out their own 
versions of “merit plans.” So 
within six weeks, “safe driver” 
or “merit plans” have been dis- 
cussed—if not actually put into 
effect—across the country. 


May 23—In a relatively few years, 
health insurance has become 
a leading source of funds for pay- 
ing the nation’s medical care bill, 
James R. Williams, vice president 
of the Health Insurance Institute, 
told the Florida Association of 
Accident, Health Underwriters. 

“Even though the nation’s medi- 
cal bill increased by more than 50 
per cent between 1952 and 1957,” 
said the HII executive, “health in- 
surance benefits designed speci- 
fically for hospital and medical 
services increased 118 per cent in 
the same period. 

“And in 1948 benefits from 
health insurance programs paid 
27 per cent of the total costs of 
hospital services in the United 
States. In 1958 it’s estimated that 
health insurance paid 60 per cent 
of the total costs of hospital care. 
And in the last five years hospital 
insurance benefits have increased 
$1.3 billion in 1953 to $2.5 billion 
in 1958.” 

In a decade, declared the speak- 


THE SPECTATOR 





SAVE LIVES 


Mrs. Lydia Fruhauf, an art student from 
Geneva, Switzerland, won first prize in 
the 1959 Fire Prevention Week poster 
contest of the National Board of Fire 
Underwriters. Award of $300 was pre- 
sented to Mrs. Fruhauf at the Art 
Students League in New York by Lewis 
A. Vincent, general manager of NBFU. 
Poster reproductions will be displayed 
throughout the country during Fire Pre- 
vention Week, October 4-10. 


er, the number of Americans cov- 


ered by health insurance has 
doubled, going from 61 million 
persons in 1948 to 121 million in 
1958. 


And in the Future 


June 8-12—Convention, National Associa- 
tion of Insurance Commissioners, Statler 
Hilton Hotel, Boston. 


June I1-13—Medical Section, ALC, The 
Homestead, Hot Springs, Va. 


June 14-17—Annual meeting International 
Association of A&H Underwriters, French 
Lick, Ind. 


June 15-July 24—Agents School of the Far 
West, California Association of Insurance 
Agents, Berkeley campus, University of 
California. 


June 18-19—Convention, Wisconsin Asso- 
ciation of Mutual Insurance Agents, 
Schwartz Hotel, Elkhart Lake, Wis. 


June 21-24—Annual meeting, Insurance Ad- 
vertising Conference, The Inn, Williams- 
burg, Va. 


July 20-August 7—School for agents, Na- 
tional Association of Mutual Insurance 


Agents, Oberlin College, Oberlin, Ohio. 


June 21-25—Annual meeting, Million Dollar 
Round Table, Hotel Americana, Miami 
Beach. 


July 27-31—Life Underwriting School, Con- 
necticut State Association of Life Under- 
writers, University of Connecticut, Storrs, 
Conn. 


August 19-22—Annual convention, Federa- 


tion of Insurance Counsel, Fontainebleu 
Hotel, Miami Beach. 
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DON’T FORGET 


To Tell Him About 
CONTINENTAL’S 





Continental Casualty’s New Family Vacation Plan pro- 
tects husband, wife, and all their unmarried children from 
14 days to 19 years old. It’s all done with one app, one 
policy, and one premium! 


Your clients will appreciate your providing this all-family 
coverage because it gives 24-hour-a-day protection any- 
where in the world and can be written for periods ranging 
from 3 days to 6 months. 


Thanks to the “‘Vacationer”’ our producers are finding that 
there is no summer sag in sales. If you’d like to learn more, 
see your nearest Continental General Agent or Branch 
Office. 


CONTINENTAL CASUALTY COMPANY 


A Member of the Continental-National Group 
HOME OFFICE: Chicago, Illinois 


CONTINENTAL ASSURANCE COMPANY 
NATIONAL FIRE OF HARTFORD 
TRANSPORTATION INSURANCE COMPANY 
TRANSCONTINENTAL INSURANCE COMPANY 





ANNUAL 
REPORT 
SURVEY 


INNING: 
REPORT, 









— ART WINNERS 


Among the life and health com- 
panies, General American Life 
(above top) took both awards— 
3est Cover and Best Overall Ap- 
pearance. 

For the fire and casualty reports, 
the judges found two covers so well 
done they both deserve mention. 
RMAL, UNION Maryland Casualty’s report (top 
INSURANCE COMPANTES left) is cited as the Best Illustrated 
Cover, while the report from Gen- 
eral Reinsurance (above) is award- 
ed the title Best Designed Cover. 

Best Overall Appearance among 
fire and casualty companies goes to 
National Union Insurance Compa- 
nies (at left). 
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1958 Annual Report Surve 


Top winners in life and property fields are listed on 


next page. After six years of conducting this annual 


study, THE SPECTATOR finds 84 different companies 


have won acclaim in their categories. 


ORPORATION managements 
—especially those of insurance 
companies — might profit from a 
careful reading of a special “Stu- 
dent Edition” of Scott Paper Co.’s 
annual report to its stockholders. 


First in Field? 


Believed to be the first of its 
kind, the special edition is an effort 
by Scott to help colleges and uni- 
versities explain what the annual 
report of a corporation is all about. 

The “Student Edition” is Scott 
Paper’s regular 1958 annual re- 
port with specially annotated pages 
bound in it. They explain and 
comment on the report—item by 
item. The language is five-cent 
English, not ‘‘corporatese.” 

Thus, the student who doesn’t 
understand ‘marketable — securi- 
ties” on the balance sheet gets this 
explanation: 

“Temporarily unneeded cash is 
usually invested in readily salable 
securities, primarily U. S. Govern- 
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By A. JOSEPH NEWMAN 
Financial Writer 
Philadelphia Bulletin 


ment issue. These investments are 
made in order to earn a return 
pending need for the money. 

“They can be quickly converted 
into cash within a matter of 
hours.” 

On the quite likely theory that 
adult shareholders just 
might not understand an annual 
report, Scott Paper plans to make 
the “Student Edition” available to 
the public generally as well as to 
colleges and universities. 


possibly 


Major Problem 


Scott’s special edition highlights 
a major problem facing all writers 
of corporate annual reports: They 
are writing for, and have a re- 
sponsibility to, two kinds of 
readers. 

One is the sophisticated inves- 
tor, the professional security ana- 
lyst. He is the fellow who knows 
the meaning of “marketable securi 
ties’ and of “equity in unearned 
premium reserve.” 


The other audience is the ama- 
teur in Wall Street, who doesn’t 
know what they mean. 

Can the annual-report writer tell 
his story to both the amateur and 
the professional without resorting 
to a “Student Edition”? 

It’s not easy, particularly in the 
insurance business. But it is being 
done. More companies ought to do 
it. 

The professional is entitled to 
facts, figures, ratios, and break- 
downs by the score. Give him all 
he wants. 

For the amateur, who can digest 
a lot less, prepare a_ highlight 
table at the beginning of the 
annual report. Use the president’s 
message to tell him the story in 
brief. Use simple, non-technical 
prose. 

Remember, both frequently get 
their first and lasting impression 
of a company from its annual re- 
port. A report reflects on 
management. 


poor 











The Veterans 


THE SPECTATOR’s Annual Report Survey has selected the tops 
among insurance company financial reports for six years now. 
Only five companies—four in fire and casualty and one in life 
and health—have gained honors in each of those years. Four 
more companies—all in the life and health side—have been on 
the honored list for five years. 

In all, 84 different companies have won favor with the judges 
during these six years—40 life and health companies and 44 
in the fire and casualty field. 

In the life and health field: 

New England Life is the sole six-year veteran. 

Five-year honor winners are: General American Life, New 
York Life, State Mutual Life Assurance, and Standard Life of 
Portland, Oregon. 

Four-year winners are: Guardian Life, Mutual Life of New 
York, Northwestern Mutual, and Penn Mutual. 

Among the fire and casualty companies: 

Six-year winners are: Glens Falls Insurance Co., Insurance 
Company of North America, Phoenix of Hartford, and Reliance 
(formerly Fire Association) Insurance Co. 

Four-year winners are: Excelsior Insurance, and The Fire- 
man’s Fund Companies. 

For the last four years, THE SPECTATOR’S Annual Report Sur- 
vey has made a separate category of reinsurance reports. For 
each of those four years, General Reinsurance has won top 
honors in that class. 


Annual reports of mutual insur- 
ance companies are a_ different 
breed from their stock-company 
cousins. They have to be judged 
differently. 

But the mutuals still have an 
obligation to their owners—policy- 
holders instead of stockholders—to 
report to them the financial facts 
of life. 


Checklist for Contents 


Here’s a checklist of what the 
annual report of insurance com- 
panies ought to contain: 

1. Detailed comparative income 
statements for a minimum of two 
years, preferably five. 

2. Detailed comparative balance 
sheets, again for a minimum of two 
years, preferably five. 

3. Consolidated figures in in- 
come statements and _ balance 
sheets, plus those for subsidiaries 
or lines of insurance written. 

4. Operating results adjusted to 
include equity in unearned pre- 
mium reserve. 

5. Investment and underwriting 
earnings stated separately. 

6. Loss and expense _ ratios 
stated separately and combined 
loss and expense ratios. 

7. Data in per share terms. 

8. Management review of op- 
erations of the company and of the 
industry, summarizing changes in 
earnings and financial position, the 
reason therefor, discussing new 
developments and trends, and fore- 
casting the outlook for the new 
year. 

9. Visual aids such as charts 
and graphs. 

10. Highlights page at the be- 
ginning of the report. 

11. Surplus reconciliation. 

12. Explanation of basis for 
financial reporting and accounting. 

Looking over 1958’s Annual Re- 
ports here are the top scorers in 

Continued on page 64 
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STATE MUTUAL 
OF AMERICA 


STATE MUTUAL, LIFE ASSURANCE COMPANY OF AMERICA | 
woneasre serve | 








THE WINNERS 


Life and health reports: 
Booklet classification 
. State Mutual Life Assurance Co., Worcester, 
Mass. 
2. New York Life Insurance Co., New York. 
3. Quaker City Life Insurance Co., Philadelphia 


Outstanding booklets (alphabetical order) 
Canada Life Assurance Co., Toronto 
General American Life Insurance Co., St. Louis 
New England Mutual Life Insurance Co., Boston 
Southland Life Insurance Co., Dallas, Tex. 
Standard Insurance Co., Portland, Ore. 


Pamphlets 


. Standard Life Insurance Co. of Indiana, In- 
dianapolis 

2. Acacia Mutual Life Insurance Co., Washing- 
ton, D. C. 

3. Midwestern United Life Insurance Co., Fort 
Wayne, Ind. 


Leaflets 
. Guardian Life Insurance Co., New York 


Oustanding leaflets (alphabetical order) 
American United Life Insurance Co., Indian- 
apolis, Ind. 
Massachusetts Mutual Life Insurance Co., 
Springfield, Mass. 





Sane Snsurance Company 
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Fire and casualty reports: 

Booklet classification 
1. Reliance Insurance Co., Philadelphia 
2. Insurance Co. of North America, Philadelphia 
3. Liberty Mutual Insurance Co., Boston 
Outstanding booklets (alphabetical order) 
Federal Insurance Co., New York 
Glens Falls Insurance Co., Glens Falls, N. Y. 
Phoenix Insurance Co., Hartford, Conn. 


Standard Accident Insurance Co., Detroit, Mich. 
Travelers Insurance Cos., Hartford, Conn. 
Pamphlets 
1. California Casualty Indemnity Exchange, San 
Francisco 
2. Trinity Universal Insurance Co., Dallas, Tex. 
3. Southeastern Fidelity Fire Insurance Co., At- 
lanta, Ga. 
Outstanding pamphlets (alphabetical order) 
American Casualty Cos., Reading, Pa. 
Atlantic Cos., New York 
Leaflets 
1. Springfield-Monarch Insurance Cos., Spring- 
field, Mass. 
Outstanding leaflets (alphabetical order) 
Excelsior Insurance Co., Syracuse, N. Y. 
Hardware Mutuals, Stevens Point, Wisc. 





Reinsurance: 

The annual report of General Reinsurance 
Corp., New York, takes top honors in this class 
for the fourth consecutive year. A series of 
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charts and tables reporting underwriting and 
investment results 1949-1958 helped boost its 


score. 





Canada: Health Plans Nationalized 


N 1957, the last year for which official figures are 
available, there were 191 companies writing per- 

sonal accident and sickness insurance in Canada— 
both group and individual. Total premium income of 
these companies was approximately $162.5 million. 
About three-quarters of this total was group business 
and one-quarter individual. 

Of these companies, 65 were Canadian, 57 were 
British and 72 were classed as foreign—that is, some- 
thing other than Canadian or British. The great bulk 
of the foreign group are, of course, U. S. companies. 

Well over half of the business—some $93 million 
—was written by this foreign group. The Canadian 
companies had $64.5 million and the 57 British com- 
panies had only $4,800,000 of premium. The business 
of the British companies in Canada has always been 
predominantly fire and casualty. 

The life companies doing business in Canada ac- 
counted for about 70 per cent of the total business. 
The biggest single premium volume—over $20 mil- 
lion—came from a U. S. life company. There were 
only four companies reporting more than $10 million 
of premium—two of these were Canadian life com- 
panies, one a U. S. life company, and the other a U. S. 
A&S company. 

Generally speaking, the life companies dominate 
the group field and account for 80 per cent of the 
group business. On the other hand, the A&S and 
general companies write approximately two-thirds of 
the individual business. Only one Canadian Life com- 
pany, the Great-West, is active in individual A&S. 

Of these 191 companies doing a personal accident 
and sickness business, there were 24 companies with 
premiums over one million dollars, 33 with premiums 
ranging from a hundred thousand to one million, and 
134—mostly British companies—with premiums be- 
low $100,000. 

Now by means of these few statistics I have tried to 
point out several facts which anyone considering the 
health insurance business in Canada must keep in 
mind: that there is, for example, a very wide diver- 
gence in the type of company involved; that there 
are a large number of companies with very nominal 
interest in A&S and representing a small percentage 
of the total volume; that conversely, a very small 
group of companies account for a high percentage 
of the premium; and last, but far from least, the fact 
that the present interest of U. S. companies exceeds 
that of the Canadian and British companies combined. 

On this background let us start now to consider 
some of the things that have been happening in 
Canada. Everyone in our business is, of course, fully 
aware of the encroachment on voluntary insurance 
which has taken place in Canada through the estab- 
lishment of the various provincial government hos- 


At the recent annual meeting of the Health Insurance Association 
of America, W. Douglas Bell described the background and the 
effects when the Canadian government took over basic hospital 
insurance in most of the provinces. Here are excerpts from Mr. 
Bell's speech. He is to become executive head of the new Canadian 
Health Insurance Association. 
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pital plans. Clearly this has been the biggest single 
development in recent years on the Canadian health 
insurance scene. 

Over the years, all four of our political parties have 
frequently declared themselves in favour of some form 
of government assistance in the financing of health 
services. Government health insurance is hardly a 
new development in Canada. Provincial municipal 
hospital plans were first inaugurated locally in the 
rural areas of Western Canada following World War 
I. By 1949, Saskatchewan, British Columbia and AIl- 
berta all had provincial plans and in the east, New- 
foundland was operating its Cottage Hospital Plan 
on a heavily subsidized basis by the province. 

Then in 1956, the federal government made its offer 
to assist the provinces financially in establishing pro- 
vincial plans for standard hospital care and for lab- 
oratory and radiological diagnostic services. This offer 
was conditional upon six or more provinces, having a 
majority of the Canadian people, being ready to pro- 
ceed with an approved hospital insurance plan. 

British Columbia, Alberta, Saskatchewan, and New- 
foundland very promptly accepted the federal offer. 
Since they already were financing their own existing 
plans, the offer of financial assistance from the fed- 
eral government was a “windfall”? to them. 

Despite the efforts of both the life and casualty 
companies doing business in Canada to bring about 
a different approach, the Province of Ontario brought 
a plan into effect January 1, 1959. While this plan 
was being considered, Manitoba inaugurated a simi- 
lar plan on July 1, 1958. Nova Scotia commenced 
its plan on January 1, 1959. Currently it is anticipated 
that New Brunswick and Prince Edward Island will 
commence plans this year, leaving Quebec as the only 
province which has not yet made any commitment 
toward a provincial plan. 


General Provisions 


While there are differences in these plans from pro- 
vince to province, generally they provide full stand- 
ard ward care and almost all special services. Except 
for Ontario, all residents are covered. In Ontario the 
plan is compulsory for persons working for an em- 
ployer with at least fifteen employees, and voluntary 
for all other individuals. However, according to fig- 
ures released by the Ontario government, 92 per cent 
of the population has enrolled. 

Certainly one reason for this is the fact that in 
Ontario and Manitoba, the government assumed ex- 
clusive occupancy of the basic hospital insurance field. 
Accordingly, it has been provided either by law or 
regulation that no hospital insurance may be obtained, 
up to the public ward level, from private insurers. 
Further, the payment of benefits under existing pri- 
vate plans was prohibited after January 1, 1959, in 
these two provinces. In other words, no basic hospital 
insurance is available except from the provincial 
plans. 
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These prohibitions applied not only to hospital 
policies providing benefits on a reimbursement basis, 
but also to income protection policies providing an 
additional basic indemnity during periods of hospital 
confinement. Further, policies issued on a fully non- 
cancellable and guaranteed renewable basis were in- 
cluded. On this latter point, I might say that, con- 
trary to U. S. constitutional law, in Canada as in 


Great Britain the legislature is indeed supreme and 
can definitely override existing contracts. While this 
power is rarely abused, its exercise in this case did 
come as a bit of a shock to many of our American 
friends. I should point out, too, that there are in- 
stances, such as in the enactment of Canada’s Uni- 
form Life Insurance Act in 1925, where this legisla- 

Continued on page 80 


Canada: Life In-force at Record $36 Billion 


ANADIANS bought more life insurance in 1958 
than in any previous year. This brought Can- 

ada’s total insurance in force to an all-time high. 

The ratio of life insurance in force to national 
income at the end of 1958 was 155 per cent, higher 
than in any other country in the world and compared 
with 145 per cent at the end of 1957. Ten years ago 
insurance in force and national income were about 
equal. In the ten-year period, insurance in force 
has risen 137 per cent while population has in- 
creased 26 per cent and national income 70 per cent. 

Value of new policies put into force by Dominion 
registered companies in 1958 reached a total of 
$5.1 billion, up 3.9 per cent over 1957. Insurance 
in force rose to $36.5 billion, an increase of 10.0 
per cent over the previous year and 25.5 per cent 
over 1956. 

Here are comparative results for 1958 and 1957 
of Dominion registered companies. 


Life insurance companies in Canada 
(Dominion registered companies) 
1958 1957 
Figures in thou- % in- 
sands of dollars crease 
648,514 607,111 6.8 
153,488 131,961 16.3 


Premiums 

Annuity considerations 

New insurance effected— 
Ordinary 3,956,049 
Group 102,613 
Industrial 71,012 


3,861,093 
1,002,394 
72,872 


Total 5,129,674 4,936,359 


Insurance in force— 
Ordinary 
Group 
Industrial 


048,602 22,324,228 
403,709 9,163,426 
943,342 1,599,402 


Total 36,495,653 


Claims incurred— 
(death, disability, 
maturity) 
Annuity payments 


211,927 
21,090 


200,670 
18,107 
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Foreign business 


More than two-fifths of the premium income of 
Canadian life companies comes from sales outside 
Canada. Some 11% million people in 50 countries 
now own policies of the thirteen Canadian compa- 
nies doing business abroad. Sales of new insurance 
outside Canada topped $1.5 billion in 1958, an in- 
crease of 13.0 per cent over 1957. 

Business in force abroad rose to $10.4 billion, up 
9.2 per cent from the total a year earlier. More than 
80 per cent of this business in force is ordinary life 
insurance. Of the total life insurance in force 
abroad, 70 per cent is on the lives of policyholders 
in the United States. Below are comparative statis- 
tics for foreign business for 1958 and 1957. 


Foreign business of Canadian 
life insurance companies 
1958 1957 
In thousands of % in- 


dollars crease 
272,639 259,608 5.0 
57,140 54,326 5.2 


Premiums 
Annuity considerations 
New insurance effected 
Ordinary 
Group 


1,248,531 


264,320 


1,138,634 
200,428 
Total 12,8: 1,339,062 

Insurance in foree— 


Ordinary 
Group 


8,341,498 
2,054,323 


7,677,727 
1,838,117 


9,515,844 


Total 10,395,821 


Claims incurred 
(death, disability, 

maturity) 94,754 
Annuity payments 21,575 


98,194 
20,371 


Interest earnings rise 
Rates of interest earned on invested assets by 
Canadian life companies continued to rise during 
1958. Earnings of all companies, after deducting 
investment expenses, were 4.61 per cent, compared 
Continued on page 80 
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St. Joseph, Mo., children join in a neighborhood parade to make 
residents conscious of traffic laws and safety. 


What You Can Do for 


By WALTER D. LADD 
Manager, St. Joseph Safety Council 
St. Joseph, Mo. 








Six Plus Two—Ready for Action 
The Action Program for Traffic Safety lists six 
sections of legal responsibilities: 
Laws and Ordinances Education 
Accident Records and Their Use Enforcement 
Engineering Motor Vehicle Administration 
To these, the author adds "two more vitally 

important requirements": 


Public Information Organized Citizen Support 








1, the highway traffic toll is to 
be reduced materially, it will have 
to be done by the thousands of com- 
munities of America, and by the 
people in those communities. The 
traffic problem is a major national 
problem, but it is the sum total of 
all the traffic problems of the fifty 
states, hundreds of cities and thou- 
sands of towns and counties. It 
must be solved a piece at a time, 
right down at the grass roots by 
the citizens. 


One-Shot Remedies Out 


Men look in vain for an easy 
cure, preferably one produced and 
applied by someone else. They talk 
of one-shot remedies—the police 
ought to ‘crack down” on the hot- 
rodders and drunken drivers, there 
should be some new laws, the courts 
should assess stiffer fines and send 
more violators to jail, and so on. 
It is always someone else’s job. But 
there is no panacea. Curing traffic 
ills is everybody’s responsibility. 
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COUNT the CROSSES | 


EACH STANDS FOR At 


KILLED": THIS YEAR 


rey, raco LAST YEAR 4 


B Dhive Safely » Walle Safely 


A grim 


"scoreboard" reminds people of highway dangers. This 
sign is in front of the St. Joseph traffic court. 


Teen-agers aid periodic campaigns by distributing safety posters 


to business establishments such as this local barbershop. 


Traffic Safety 


The wonder is that we do not 
kill many more than the 35,000 to 
40,000 who die in traffic accidents 
every year, and that we do not have 
many more than the 1,500,000 in- 
juries. Here are some of the facts 
about our traffic situation: 

1. Most of our 65 million drivers 
have never learned how to drive 
competently. They do not realize 
that they are not good enough 
drivers, and make no effort to be- 
come better qualified. They spend 
many hours learning how to dance, 
play games, cook and do many 
other things well, but not driving 
an automobile. They seem to as- 
sume that the ability to drive a car 
in today’s crowded and complicated 
traffic is something that comes to 
them as a gift when they reach 
licensing age or are able to make 
the down payment on an automo- 
bile. They believe that the ability 
to operate a motor vehicle and to 
pass the minimum tests required 
for a license makes them qualified 
drivers. 
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2. Such diverse elements of traf- 
fic as motor vehicles, pedestrians 
and bicycles should never use the 
same roadway at the same time. 
But this is the common situation 
on our streets and highways. 

3. Vehicles travelling in opposite 
directions at collision speeds of 
from 50 to 150 miles an hour 
should never move in adjacent lanes 
with no dividing strips or barriers, 
with only a painted line and a few 
feet of air between them. 

But we have these conditions 
and situations, some of which will 
take years to change and some of 
which cannot be changed in the 
foreseeable future. We must live 
with them 


What People Can Do 


Fortunately, our traffic problem 
is not hopeless. A great deal can 
be done to alleviate it. Much is 
already being done. Furthermore, 
it can be done by ordinary people, 
if they will learn what to do and 





Mr. Ladd has been in _ traffic 
safety work for 25 years. He has 
been a director of the National 
Safety Council. This month, his 
book “Organizing for Traffic 
Safety in Your Community” will 
be published by Charles C. 
Thomas, Publisher, Springfield, 
Ill. In it, Mr. Ladd deals more 
extensively with the traffic prob- 
lem and the suggestions he makes 
in this article, written specially 
for THE SPECTATOR. 





how to do it and then work at the 
job with determination. These 
things can be done by the people 
in every community. It will pay 
them handsomely in savings of 
human resources and money, as 
well as satisfaction. 

Let me emphasize here that an 
effective traffic program must be 
an organized program, not spo- 
radic, not isolated “campaigns.” 
Special projects and campaigns can 
fit into the program as part of it, 
but only a continuous, coordinated 
program will get the desired re- 
sults. 

The traffic problem is complex, 
but there is a formula for dealing 

Continued on page 75 
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not necessary to insure to value if 


o 
e ; iD ed the policy does not contain a coin- 
ire nsu fa nce as surance clause. Total losses are 
comparatively rare. Consequently, 
the companies are faced with the 


proposition of being presented with 
on as a ue approximately 90 per cent of the 
losses but only receiving 50 per 
cent or less of the premiums to 
which they would be entitled if all 
property were insured to value. 


By SCOTT McINTYRE, Jr., CPCU the fire insurance companies far The anne of pas 
Treasurer, United Fire and Casualty more than overinsurance. The "4 underinsurance arise from t e 
deliberate attempt to defraud the same basic cause, namely allowing 
insurance companies by arson the policyholder to purchase fire 
obtains ample publicity, but the insurance in units of $100 each. 
thousands of individuals who every Thus we give him the opportunity 
day take out only enough insur- to buy too much or too little in- 
ance to cover their partial losses go surance. Why not write the policy 
virtually unnoticed. for the actual cash value of the 
year. We ‘know, and unfortunately property insured with no stated 

most policyholders also know, that limit of liability and rate it on 

most losses are partial losses and that basis? A substantial portion 


to have most losses covered it is Continued on page 84 


The following remarks and table 
are from Mr. MclIntyre’s article in 
“The Annals” of the Society of 
Chartered Property and Casualty 
Underwriters, published earlier this 


VER since we became ac- 
quainted with the fire insurance 
business, we have heard of these 
two evil monsters, overinsurance 
and underinsurance. The danger in FIRE AND EXTENDED COVERAGE (INCLUDING ADDITIONAL 
overinsurance arises from the PERILS) 
possibility that the assured may One and Two Family Dwellings—Frame Construction 
profit as a result of a loss, thereby 
increasing the possibility of loss 


SAMPLE RATE SHEET 


ANNUAL RATES 


and destroying the principle of Age Town Grade Fire Protection 

indemnity. Group Years 5-6 7-8 9 10 
Two situations give rise to this 

problem, First, many of our states 5-10 24.00 24.00 24.00 28.00 30.00 

have on the statute books anti- 10-20 24.00 24.00 24.00 25.00 27.00 


0- 5 24.00 94.00 24.00 31.00 34.00 


over 20 24.00 24.00 24.00 24.00 24.00 


quated value policy laws. Under _ ee : 
: . Ay ‘ ‘ 42.00 45.00 
these laws ¢ sur : 0-5 29.00 $0.00 $2.00 2 
se laws an insured, if he should sae rated oan saab pose pd 
have a total loss, 18 entitled to 10-20 24.00 25.00 26.00 34.00 37.00 
collect the face of the policy re- over 20 24.00 24.00 24.00 24.00 24.00 
gardless of the actual amount of 0-5 ©»— 36.00 | 38.00 40.00 52.00 56.00 


his loss. Therefore, if the assured 5-10 32.00 34.00 36.00 46.00 50.00 
10-20 29.00 31.00 33.00 43.00 46.00 


should have a policy in excess of over 20 24.00 24.00 24.00 28.00 30.00 


the value of his property he would ee F100 54.00 70.00 76.00 
stand to profit as a result of his 520 44.00 46.00 48.00 63.00 68.00 
loss. 10-20 40.00 42.00 44.00 58.00 62.00 
The second cause of this prob- over 20 ed arae vita _ me 
lem ought to be referred to as the 0-5 61.00 65.00 peed pop —— 
psychological one. If an insured bee ce ea oe te ncaa 
believes his property is insured for over 20 36.00 38.00 40.00 51.00 55.00 
say, $100,000, but is now worth as : 
only $60,000, he may be very 
tempted to start a fire, or even 
more important do nothing to pre- 
vent one, even though his policy is 
technically an actual cash value 
policy and he will not collect more 
than $60,000. Unfortunately, he cer ere 
will not discover this until after - = a? : : 
the damage is done. 900-1100 ..... : 
Many underwriters are  con- 1100-1400 .. 
vinced that underinsurance has cost j we = 


DWELLING CLASSIFICATION TABLE 


Height—1 story 


Area (sq. ft.) 7 Number of Rooms 
including Bathrooms) 


6 7 ¢ 10 & more 


(1 floor only) 


46 THE SPECTATOR 





Casualty Premiums Reach 


$8 Billions in 1958 


Underwriting results appear better—but 


not good enough—as casualty companies 


cut both loss and expense ratios last year. 


ASUALTY insurance recovered 
‘i some ground—but not enough 
—last year. THE SPECTATOR’S 59th 
annual Handy Chart shows that 
aggregate results for stock, mutual, 
and reciprocal casualty insurance 
organizations all moved upward 
from 1957’s low spot. But oper- 
ating ratios indicated these results 
were all still far below the results 
in 1954 and 1955. 

Underwriting results—losses 
and expenses incurred as a per cent 
of premiums earned—came up from 
—3.9 per cent to —0.9 per cent for 
the stock companies, from 5.8 per 
cent to 6.3 per cent for the mutual 
companies, and from 2.0 per cent 
to 6.9 per cent for the reciprocal 
organizations. According to THE 
SPECTATOR’S figures for 1954, un- 
derwriting results were then 6.8 
per cent for stock companies, 13.2 
per cent for mutual companies and 
15.5 per cent for the reciprocals. 

At the same time, the premiums 
received by these casualty insur- 
ance groups reached $8 billion for 
the first time in 1958. Aggregate 
premiums written for the three 
groups, reported in the Handy 
Chart, moved up to $8.2 billion, 
almost $900 million above the total 
for 1957. Aggregate 
curred reached $5.3 billion in 1958, 
up from $4.8 billion in 1957. 

Total assets for the 140 stock 
casualty companies had a $2 billion 
rise—from $8,737,051,609 in 1957 
to $10,736,927,114 last year—due in 
part at least to mergers and con- 
solidations of stock companies dur- 
ing the year, report THE SPECTA- 
TOR’S statisticians. Assets for the 
159 mutual companies in the Handy 


losses in- 
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Chart rose from $3,182,774,038 in 
1957 to $3,499,194,066 in 1958. For 
the 45 reciprocal organizations the 
assets reached $565,745,352 last 
year from $497,025,271 in 1957. 

Not since 1955 has the Handy 
Chart been able to show an under- 
writing profit—then about $155 
million—for the stock casualty in- 
surers. This year’s statistics show 
the underwriting loss for the stock 
companies was $49,622,622 in 1958. 
compared to a loss of $186,966,669 
in 1957. For the mutual companies, 
the underwriting profit increased 
last year—$115,618,219 in 1957 up 
to $135,872,835 in 1958—but still 
below the $240 million underwrit- 
ing profit in 1954. For the recipro- 
cal groups the underwriting profit 
jumped from $7,192,535 in 1957 to 
$28,608,031 last year. 

Surplus to policyholders reached 
new high levels last year for these 


casualty insurance carriers. This 
surplus for the stock companies was 
$3,721,226,415 in 1958, up from 
$2,648,443,091 in 1957. Total for 
the mutual companies attained 
$880,031,528 last year, compared to 
$788,802,232 in 1957. For the re- 
ciprocal groups, surplus to policy- 
holders was $182,348,436 in 1958 
and $159,455,788 in 1957. 


Net Premiums High 


Actual income for these casualty 
insurers—net premiums written 
was at its all-time high in this 
year’s Handy Chart. Stock com- 
panies had premiums written of 
$5,631,906,967 last year, compared 
to $4,958,253,826 in 1957. Among 
the mutual companies these net 
premiums reached $2,216,309,636 
in 1958 from $2,061,443,403 in 
1957. Reciprocal groups had total 
premiums written of $430,341,811 
in 1958 and $378,659,110 in 1957. 

The premiums earned totals for 
these three groups of casualty in- 
surers followed closely the pre- 
miums written aggregates. The 
premiums earned in 1958 were: for 
stock companies $5,428,861,708; for 
mutual companies $2,141,126,285, 
and for reciprocals $413,725,340. 

One factor in the “recovery” 
trend for casualty insurers was the 
incurred loss aggregate, which did 
not rise quite as fast as the aggre- 
gate income. For stock companies 
total incurred losses in 1958 were 
$3,549,204,620 compared to $3,236,- 
517,646 in 1957. Among the mutual 

Continued on page 52 


Casualty Operating Ratios—Five Years 


Ratios 


1954 1955 1956 1957 
% % %e % 


Stock Casualty Companies 


Losses Incurred to Premiums Earned 
Expenses Incurred to Premiums Earned 
Underwriting Results to Premiums Earned 
Expenses Incurred to Premiums Written 


Mutual Casualty Companies 


Losses Incurred to Premiums Earned 
Expenses Incurred to Premiums Earned 
Underwriting Results to Premiums Earned 
Expenses Incurred to Premiums Written 


63.1 66.0 
23.7 23.5 
13.2 10.5 
23.3 23.1 


Reciprocal Organizations 


Losses Incurred to Premiums Earned 
Expenses Incurred to Premiums Earned 
Underwriting Results to Premiums Earned 
Expenses Incurred to Premiums Written 


Source: The Spectator's annual “Handy Chort'’ 





exas Companies File Their 
wn Homeowners Policy 


COVERAGES AND FORMS summarizes changes 
in new multi-peril forms recently submitted to 


Insurance Board 


HE Association of Texas Fire 
¢ ter Casualty Companies has 
submitted three new Homeowners 
policies to the Texas State Board 
of Insurance. They are designed to 
replace the present Homeowners 
forms and the Comprehensive policy 
available in many rating jurisdic- 
tions, as well as the new Homeown- 
ers policies of the Multi-Peril In- 
surance Conference, which have 
been approved in at least 17 states. 


Coverage 

Question: What do these new 
Multi-Peril policies provide? 

Answer: The three forms, sub- 
mitted to the Texas State ‘Board, 
are patterned after the existing 
Homeowners policies with a num- 
ber of changes incorporated for the 
purpose of clarification, adding 
some coverage improvements and 
including a few limitations. The 
perils insured against under the 
three forms may be summarized as: 

1. The Limited policy—similar to 
Homeowners A — Fire and Ex- 
tended Cover perils, Premises 
Theft, Comprehensive Personal Li- 
ability with the usual Medical Pay- 
ments clause and Physical Damage 
coverage to property of others. 

2. Form B, designated as the 
Broad form, includes all the cov- 
erage afforded under A plus All 
Physical Loss protection on real 
property, additional Extended 
Cover on contents and Off Prem- 
ises Theft. 

3. Form C is the All Risk policy 
since it covers all risk on real and 
personal property. 

The property covered under all 
three policies is identical. Real 
property is described as the build- 
ing occupied by the insured princi- 
pally for dwelling purposes and 
other private structures on the 
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premises used in connection with 
this occupancy without any insur- 
ance percentage limitations apply- 
ing on these out buildings, but 
excluding any property (except 
garages) leased to others, and 
swimming pool basins. 

Trees, shrubs, plants and lawns 
grown for non-commercial purposes 
may be covered at the option of the 
assured up to $250 per item, with 
maximum protection limited to 5 
per cent of the insurance on real 
property, against the Fire and Ex- 
tended Cover perils and damage by 
theft or the attempt thereat. 

Personal property is defined as 
property owned by the insured and 
members of his family of the same 
household. At the insured’s option, 
property of others may be included, 
all while on the described premises. 
Off premises protection anywhere in 
the world is limited to 25 per cent 
of the personal property insurance 
and excluding other places of abode 
which the insured may occupy. The 
usual personal property exclusions 
refer to animals and vehicles re- 
quiring state registration, boats 
and their appurtenances away from 
the insured premises. 

Loss of money or numismatic 
property by fire is excluded and is 
limited to $100 due to other perils. 

A $500 limit applies on various 
documents, generally excluded from 
the property covered under the 
standard fire policy, and the same 
maximum is assigned watch and 
jewelry items for perils other than 
fire and extended cover. 

The extent of the protection af- 
forded under each of the three 
forms is quickly determined be- 
cause the applicable exclusions im- 
mediately follow the descriptions of 
perils insured against and property 
covered. It is not necessary to read 


the entire contract to find all the 
limitations. 

No form for tenants has been 
provided, according to the Texas 
companies’ statement, “inasmuch as 
it does not appear logical to grant 
a reduction in premium where the 
main item of insurance, the dwell- 
ing, is not insured.” 


Policy Minimums 

The amount of insurance on per- 
sonal property under Forms A and 
B is 40 per cent of the coverage on 
real property. This increases to 50 
per cent under C. These percentages 
may be increased or reduced by en- 
dorsement. 

The Comprehensive Personal Li- 
ability minimum under Forms A 
and B is $10,000 increasing to $25,- 
000 under C. The usual $250 mini- 
mum must be carried on medical 
payments. 

No coverage except Comprehen- 
sive Personal Liability insurance is 
provided for secondary residences 
in the basic policy. If this addi- 
tional protection is required a sepa- 
rate endorsement may be attached. 

Theft from an unattended, un- 
locked automobile is not excluded 
but a $50 deductible is mandatory. 
Evidence of forceable entry is not 
a requirement. 

The “freezing” exclusion in this 
policy reads: ‘“‘Loss caused by freez- 
ing, frost or cold weather; how- 
ever, water damage resulting from 
freezing is excluded.” The $50 de- 
ductible also applies to the water 
damage claim. 


Deductibles Under Form C 


The $50 deductible applicable to 
certain perils under Form C may 
be reduced to $25.00 or removed 
entirely by attachment of a special 
endorsement for a charge. The same 
treatment may be applied to the 
theft coverage under policies A and 
B. 

The Texas companies, in their 
formal statement, said that the 
New Homeowners policy of the 
Multi-Peril Insurance Conference, 
already approved in at least 17 
states, “falls far short of what can 
be accomplished when starting 
anew.” No criticism was directed 
at those who drew up the MIC 
form, since they were required in- 
sofar as possible to stick to exist- 
ing coverages and wordings. 
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CAP TIME gal 


‘AT CAP. IT'S CAPITAL OPP 


ailable in Ohio and Virginia. 
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: 


Oe LANDING 


William J. Cooper (L.) Louisville — President’s Trophy Winner H. F. Johnson (L.) Chicago—President’s Plaque Winner 





Harold T. Dillon (L.) Atlanta —President’s Plaque Winner Tom MeNiel (L.) Dallas —President’s Plaque Winner 


National Life honors these General Agents 
for Superior Performance 


In recognition of “most outstanding perform- agencies for outstanding performance. National 
ance in agency operation and development,” Life Vice President Clyde R. Welman, CLU, pre- 
National Life has awarded the President’s Trophy sented President’s Plaques to the H. F. Johnson 
to the William J. Cooper Agency of Louisville, Agency, Chicago, Illinois, the Harold T. Dillon 
Kentucky. National Life President Deane C. Davis Agency, Atlanta, Georgia, and the Tom McNiel 
made the presentation. & Associates Agency, Dallas, Texas. 

Awards were also presented to three other 


These general agents and their staffs have set a proud record and we congratulate them. 


National Life of Vermont 
Insurance a any , Mon Ypeltey 


AS SOLID AS THE GRANITE HILLS OF VERMONT 
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facts... 
current 


as your 
morning 
paper... 


IBM RAMAC® 305 UPDATES ACCOUNTS ON A DAILY BASIS 
FOR FARMERS AUTOMOBILE INSURANCE 


Updated accounts on a daily basis—that's 
just one advantage IBM RAMAC 305 brings 
to Farmers Automobile Insurance Associa- 


‘tion of Pekin, Illinois. 


“We've greatly speeded up policy writing 
and rating,’”” says Robert Tebben, Manager 
of the Association. ‘‘Agents’ accounts are 
kept up to date on a daily basis, as are 
premiums, pending reserves and paid losses 
for each agent.” 


RAMAC also processes automobile insurance 
applications, maintaining a complete set of 
updated records, as well as computing the 
rate affu printing the policy declaration. 
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In addition, Farmers Auto uses RAMAC to 
store data on premiums in force, total in- 
surance written, agency production and fre- 
quency, pending reserves, paid losses and 
agents’ accounts. RAMAC produces any set 
of statistics at random; for instance, com- 
plete experience reports, requiring no addi- 
tional extensions or computations, are now 
printed in a mere fraction of the time 
formerly required. 

Why not find out just how the IBM RAMAC 
305 can help your insurance business? Call 
your local IBM representative today. The 
RAMAC 305, like all IBM Data Processing 
equipment, may be purchased or leased. 


At IBM RAMAC 305: Robt. Tebben, Secretary- 
General Mgr., and W. F. Donley, President, 
Farmers Automobile insurance Association. 


DATA PROCESSING 





Handy Chart Figures 


Continued from page 47 


companies, total incurred losses 
were at $1,485,742,779 in 1958 and 
at $1,377,196,219 in 1957. For the 
reciprocals, incurred losses were 
$268,571,725 last year, up from 
$246,145,292 in 1957. 

Cost of doing business—called 
underwriting expenses incurred— 


had an even slower rate of climb, 
another aid to the trend toward 
more satisfactory underwriting re- 
sults for the casualty insurance 
groups. 

For stock insurers, these under- 
writing expenses totaled $1,929,- 
279,710 in 1958 and $1,712,843,- 
983 in 1957. These expenses for 
the mutual companies reached 
$519,510,671 last year, up slightly 
from $487,067,890 in 1957. The 
reciprocal organizations had under- 
writing expenses of $116,545,584 





NORTH AMERICAN 





* 
NORTH AMERICAN 
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REINSURANCE 


Fire * Casualty * Surety 


REINSURANCE CORPORATION 
161 East Forty-Second Street - 


New York 17,N. Y. 








in 1958 and $106,094,498 in 1957. 

These aggregates produced the 
following operating ratios: losses 
incurred to premiums earned for 
stock companies 65.4 per cent last 
year to 67.9 per cent in 1957; for 
mutual companies 69.4 per cent in 
1958 and 69.6 per cent in 1957; and 
for reciprocal groups 64.9 per cent 
last year and 68.5 per cent for 1957. 
For expenses incurred to premiums 
earned, stock companies had 35.5 
per cent last year and 36.0 per cent 
in 1957; mutual companies had 
24.3 per cent in 1958 and 24.6 per 
cent in 1957; and reciprocal groups 
28.2 per cent in 1958 and 29.5 per 
cent in 1957. These lead to the 
ratios of underwriting results indi- 
cated earlier in this article. 


Ratio Remains Steady 


The final ratio— expenses in- 
curred to premiums written—con- 
tinues to show no large fluctua- 
tions. For the stock companies that 
ratio was 34.3 per cent in 1958 and 
34.5 per cent in 1957. For mutual 
companies expenses incurred to 
premiums written were 23.4 per 
cent last year and 23.6 per cent in 
1957. For the reciprocals this ratio 
was 27.1 per cent in 1958 and 28.0 
per cent in 1957. 

The amount of fire insurance 
written by the casualty companies 
continues to increase faster than 
other lines, shown for the stock 
companies in the Handy Chart. 
These stock companies now show 
more premium dollars in fire and 
extended coverage than they do in 
workmen’s compensation or in auto- 
mobile liability (P.D.). Largest 
line for these 140 stock carriers is 
still automobile liability (B.I.) 
with total premiums of $1,292,- 
367,533. 

Continuing to grow rapidly 
among these insurance lines is 
homeowners multiple peril. For 
these stock companies the premium 
volume has risen from $70,957,344 
in 1957 to $111,494,756 last year. 
Inland marine premiums also rose 
for this stock group from $91,599,- 
206 in 1957 to $121,011,009 last 
year. Another important line is 
surety for which this stock cas- 
ualty group received premiums of 
$162,222,464 last year and $138,- 
044,472 in 1957. 
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Building Facts 


Continued from page 32 


175,000 sq. ft. of floor space. 
New structure will have exte- 
rior surfaces of porcelain steel 
finished in Praetorian yellow, a 
color created especially for the 
purpose. Cream-tinted brick 
will be used for the exterior of 
the off-street walls. Designer: 
Grayson Gill, Ine. 


San Francisco, California. John 


Hancock’s West Coast home of- 
fice building (see picture), now 


ea i\\\ \ Woe 


he od , nd it a? 


under construction, will have 
an exterior of gray-tinted glass, 
set in architectural bronze win- 
dow frames surrounded by gray 
polished granite. A_ balcony 
circles the building at second- 
floor level. Architects: Skid- 
more, Owings & Merrill. 


‘One of our sales requirements is that you'll 


be able to lift our briefcase.” 
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EXECUTIVE & REGIONAL OFFICES 


123 WILLIAM ST., NEW YORK 38 e 550 KEARNY ST.,SAN FRANCISCO 8 
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The Spectators HANDY CHART 
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Financial standing and operating results 
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STOPWATCH SERVICE 


When a quick decision is needed to validate the life 
underwriters’ “play”, easy access to authority materially 
improves his scoring chances. 


With the home office close enough 
to respond by the clock instead of 
the calendar, the Home Life 
agent’s special sales and service 
problems are solved in a jiffy. 


Our concentrated area of opera- 

“—— tions and compact agency organi- 

zation create a friendly climate for the growth of 
policyholders’ good will and fieldmen’s good fortune. 


THE HOME LIFE 


INSURANCE COMPANY OF AMERICA 
Daniel J. Walsh, Pres. * Executive Offices: Phila., Pa. 
Security and Service Since 1899 








“No wonder I like to sell John Hancock”’ 





His portfolio meets every 
life insurance need 





The John Hancock representative is in the envi- 
able position of being able to offer his clients 
every type of modern life insurance protection. 


His complete portfolio includes a full range of the 
finest individual policy plans, including special 
contracts for Family and Business Protection, 
Mortgage Cancellation, Annuities, and Family 
and Retirement Income. Other outstanding 
assets in his portfolio are up-to-date contracts 
for Pension and Profit Sharing Plans, individual 
Personal Health insurance, and Group Life, 
Accident and Health coverages. 


With these modern products and his thorough 
training and knowledge, the John Hancock man 
can serve more clients — and serve them better. 
It’s not surprising he finds it so satisfying and so 
rewarding to sell John Hancock. 


hn Hancock 
Cc. 


INSURANCE COMPANY 


BOSTON, MASSACHUSETTS 














the most advanced life insurance portfolio 
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Insured Not out of Pocket 
So Court Denies Payment 


VERDICT discusses "Wisconsin' and 'New York’ rule 


governing recovery when there is no money loss 


URING May of 1956, the in- 

sureds acquired a lot with the 
intention of erecting a dwelling 
thereon. Needing financing, they 
applied for a loan and were asked 
if they had insurance. They there- 
upon acquired the policy involved 
in this suit. 


Walls Blown Down 


They then made a contract with 
a general contractor to construct 
their home for approximately $13,- 
000. The building had progressed 
to a point where nearly all four 
walls were completed, when, as a 
result of a windstorm, the north 
wall was blown over and collapsed. 
The other walls remained but had 
to be taken down later by the work- 
men. The actual replacement cost 
of the damage was $5,004.33. 

The policy provided that: “It is 
a condition of this Extended Cover- 
age Endorsement that if this in- 
surance covers on a building in 
process of construction . . . that, 
subject to all the provisions and 
stipulations of this policy . . . this 
insurance is extended to cover di- 
rect loss to the described property 
caused by Windstorm . . . whether 
or not said building is entirely en- 
closed and under roof.” 

There was also a subrogation 
clause in the policy. The contractor 
completed the construction of the 
house. The insureds (appellees) 
brought suit on the policy. They 
did not prove any pecuniary loss on 
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By LUKE A. BURKE 


Member New York Bar 


the trial. A judgment in their fa- 
vor was appealed by the company 
(appellant). 

In reversing the judgment for 
the insureds, the appellate court 
gives a very comprehensive sum- 
mary of the two schools of thought 
of the subject of pecuniary loss. 
The court said: 

“Although there is but one ques- 
tion involved in this appeal, it is 
an important one: Can there be a 
recovery under a fire and wind- 
storm insurance policy when the 
holders thereof fail to show a 
pecuniary loss from the damage to 
the property covered thereby as a 
result of wind? ... 

“Tt seems as though this is the 
first time that this exact question 
has been before this Court. There 
are two opposing lines of cases that 
have dealt with the principle in- 
volved. For convenience, we shall 
refer to them as the ‘New York 
rule’ and the ‘Wisconsin rule.’ All 
of the cases that follow the New 
York rule refer back to the case of 
Foley v. Manufacturer’s & Build- 
ers’ Fire Ins. Co., 46 N. E. 318 
(N. Y. 1897); and the ones that 
follow the Wisconsin rule refer 
back to. Ramsdell v. Insurance Co. 
of North America, 221 N. W. 654 
(Wis. 1928). 

“The Foley case turned upon the 
question of insurable interest. The 


Court held that the owners of real 
estate upon which buildings were 
in the process of construction had 
an insurable interest equal to the 
full value of the incomplete build- 
ings when a fire occurred; that the 
rights of the parties were to be 
determined as of the time of loss; 
that the owners possibly would re- 
ceive double compensation; and, 
while a fire insurance policy is one 
of indemnity, the fact that the 
owners had, by agreement with the 
construction contractors, imposed 
upon such contractors the risk and 
expense of furnishing completed 
buildings, this was no concern of 
the insurer, which could not compel 
the owners to put the loss upon the 
contractors by requiring the own- 
ers to recoup the damage from the 
contractors. It will be noted here 
that, contrary to the case at bar, 
there was no contention that the 
contractors had, prior to the trial, 
actually borne the loss. The prin- 
ciple of the Foley case has been 
followed in Massachusetts, Michi- 
gan, Pennsylvania and, perhaps, a 
few other states. 

“In the Ramsdell case, (the Wis- 
consin rule) a lessee, in accordance 
with the terms of his lease, made 
betterments to the property that 
he had rented. Both the lessors and 
lessee insured their respective in- 
terests in the property. In case of 
fire, neither was required to re- 
store the building, but either might 
do so. A fire occurred and loss re- 

Continued on page 57 





HOW TO 
‘UP-DATE’ YOUR 
GROUP PROTECTION... 


, AND STILL KEEP COSTs IN LINE! The Builders’ 
and Traders’ Exchange of Detroit, one of the 
largest associations of its kind in the 
country, has carried Group A & S with 
Nationwide since 1957. To modernize 
this program for the 1550 executive 
members and their employees, 
the Exchange has now super- 
imposed Nationwide’s Major Medical 
Plan... for only a slight additional 
premium! If you would like to 

restyle your Group program 
within a budget and with 
one company to serve all 

your protection needs 
contact: Nationwide 
Group Sales Department, 
246 North High Street, 
Columbus 16, Ohio. 


Mr. Ed J. Thibodeau,(left)Nationwide Group representative 
with Mr. William C. Dennis, Secretary-Manager 
Builders’ & Traders’ Exchange of Detroit. 


ATIONWIDE 


INSURANCE 


NATIONWIDE MUTUAL INSURANCE COMPANY - NATIONWIDE LIFE INSURANCE COMPANY - HOME OFFICE: COLUMBUS, OHIO 


THE SPECTATOR 





Verdict 


Continued from page 55 


sulted. The lessee restored the 
building and recovered the loss 
from its insurance company. The 
lessors sued upon their insurance 
policies. The trial court deter- 
mined that the rights of the par- 
ties were fixed at the time of loss, 
the lessors had an insurable inter- 
est that was conceded and the poli- 
cies were valid; and concluded (as 
did the Court in the Foley case) 
that these facts entitled the lessors 
to recover. The Supreme Court of 
Wisconsin, however, reversed. The 
Court pointed out that there was 
one building insured, one fire and 
one loss; that, under the terms of 
the policies, the insurer had the 
right to restore the building to its 
former usefulness; that where the 
restoration was done by other re- 
lated parties by contract, as dis- 
tinguished from a volunteer, it 
would defeat the right of recovery 
by those who had no loss in fact, 
stating, ‘the court looks to the sub- 
stance of the whole transaction 
rather than to seek a metaphysical 
hypothesis upon which to justify 
a loss that is no loss.’ This case 
was followed in a well-considered 
opinion in Beman v. Springfield 
Fire & Marine Ins. Co., 25 N. E. 
2d 603 (Ill. 1940).... 


Must Be Actual Loss 


“We think that logic, reason and 
justice, as well as the previous de- 
cisions of this Court, commit us to 
the doctrine enunciated in the 
Ramsdell case, supra. It is an ele- 
mentary principle of insurance law 
that fire insurance (and we place 
windstorm insurance attached by 
endorsement to a fire insurance 
policy in the same category) is a 
contract of personal indemnity, not 
one from which a profit is to be 
realized. As early as 1847, this 
Court stated that a fire insurance 
policy was a contract of indemnity 
and the right to recover ‘must be 
commensurate with the loss actu- 
ally sustained’ by the insured... . 

“Our decision is, of course, based 
upon the facts of this particular 
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case. We express no opinion, at 
this time, upon the question that 
would have been presented had the 
contract between the owners and 
the builders, with reference as to 
who was to bear the risk of the 
loss, not been performed.” 

(Glens Falls Ins. Co. v. Sterling, 
Maryland Court of Appeals, Febru- 
ary 19, 1959) 


Participation in a Contest 

The owner of a dog racing track 
decided to hold a ‘‘mutt day” as a 
publicity measure. The idea was 
that the public would enter the 
family pet in the races. No dogs 
with racing experience were al- 
lowed to compete. 

The first few races were dismal 
failures. It seems that most of the 
family pets were too inexperienced 
and too civilized. They wandered 
about chatting amiably in dog talk, 
paying no attention to the rabbit 
lure. The owner of the track then 
called on the owners of the dogs to 
come to the track and urge the 
pets on. The owners were also to 
pick them up at the finish line. 

The owner of one of the dogs 
was a young boy who was struck 
by an electric lure near the finish 
line, at the time his dog was rac- 
ing. The boy’s parents sued the 
track owner who notified the lia- 
bility carrier. The latter refused 
to defend the suit because the pol- 
icy contained an endorsement read- 
ing: 

“In addition to the exclusions in 
the policy it is agreed that in re- 
spect to the risk described in the 
schedule hereof the company shall 
not be liable because of bodily in- 
jury sustained by any person 
while practicing for or participat- 
ing in any contest.” 

The owner settled the case with 
the boy’s parents and sued the car- 
rier for payment and expenses. 
The company maintained that 
there was no coverage because the 
boy was “participating in a con- 
test.” The owner contended that 
the phrase had no clear and defi- 
nite meaning and was ambiguous. 

The appellate court held that the 
accident was not covered, and we 
quote a part of its reasoning: 

“We are mindful of the rule of 
construction that where the provi- 
sions of an insurance contract are 


not clear and are fairly susceptible 
of different interpretations that one 
most favorable to the insured should 
be adopted. . . . This rule does not 
mean, however, that the court may 
seek out a strained or unusual 
meaning for the benefit of the in- 
sured. Insurers may assume some 
risks and exempt themselves from 
liability for others. . 

“If plaintiff was entitled to have 
the words ‘participating in any 
contest’ construed as_ referring 
only to active participation, per- 
sons immediately connected with 
the conduct of a racing contest ob- 
viously did not come within the 
coverage of the policy. A specta- 
tor, though the owner of a dog 
entered in a racing contest, under 
such construction would be a pas- 
sive participant and in the class 
of persons off the race track includ- 
ing spectators in the grandstand. 
The hazards involved under these 
variant circumstances differ mate- 
rially. The uncontroverted  evi- 
dence shows that the boy at the 
time of his injuries was standing 
on the track at or near the finish- 
ing line shouting encouragement to 
his dog to run. Prompted by the 
insured owner of the race track, 
the boy became an active partici- 
pant in the contest. We conclude 
that the trial court was correct in 
denying recovery. 


Claim Outside Coverage 


“It is claimed by plaintiff as we 
have indicated that the refusal of 
defendant insurer to defend on be- 
half of the plaintiff was a breach 
of contract; that the obligation to 
defend was independent of the un- 
dertaking to pay damages. The 
policy provides that as respects in- 
surance afforded by the policy the 
insurer shall defend any suit 
against the insurer alleging injury 
and seeking damages on account 
thereof even though groundless, 
false or fraudulent. The insurer 
was not obligated to defend an ac- 
tion based on a claim outside the 
coverage of the policy. It does not 
appear that there was a claim as- 
serted against the insurer within 
the coverage of the policy.” 
(Black Hills Kennel Club Inc. v. 
Fireman's Fund Indemnity, South 
Dakota Supreme Court, January 
13, 1959) 
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The Continental-National Group 


f° ACReaey, 
Home-Guard 


Fire Insurance... Disability Income... Life Insurance 


All Wrapped Up in One Complete Package— 


On an Easy-to-Pay Single Monthly Premium Basis 


IWow independent agents are placed in a position 
to sell homeowners a new concept in home pro- 
tection . .. all needed coverages in one package: 
(1) fire insurance in any desired form; (2) mort- 
gage disability income insurance; (3) mortgage 
cancellation life insurance. The total cost is pay- 
able in single, low monthly installment premiums. 

Three great companies have combined their 


resources to make possible this broad concept in 
protection. To the homeowner, it means an end 
to a complexity of policies with uncoordinated 
renewal dates... and relief from the burden of 
annual fire premiums. 

To you, Home-Guard provides a means to 
solidify your present business by removing it 


from competitive pressures. 


Full details will be sent on request 


Continental 


National 
GROUP 





Contact any general agent or branch of Continental 
Assurance Company, or any representative or branch 
of Continental Casualty Company, or any represen- 
tative of the National of Hartford, or write— 


Home-Guard Department 

CONTINENTAL ASSURANCE COMPANY 
310 South Michigan Avenue 

Chicago 4, Illinois 
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Is The Market Too High for You? 


INVESTMENTS examines some of the 
contradictory factors 


HE market is too high. You no 

doubt have heard that expres- 
sion many times during the past 
year or more—when the market 
was at the 500 level and again at 
the 600 level. Obviously, those who 
felt the market was too high 
around 500 must consider it. out- 
rageously high at 600. Or in the 
intervening period they may have 
rationalized in some manner the 
market level and no longer worry 
about it. 


‘Averages’ Misleading 


Actually market levels and aver- 
ages in general can be very mis- 
leading. Many stocks, as we all 
know, are far away from bettering 
the highs made back in 1956. Yet 
the averages are _ considerably 
above those points. Other stocks 
have far outrun present prospects 
and are heavily discounting the 
future. All these eddies in the mar- 
ket current are what made the 
market and add to the confusion of 
thought when a strong uptrend is 
in vogue. 

Although the market is supposed 
to be too high, you hear many ex- 
cuses for not selling stocks—even 
those stocks that are obviously 
selling out of line with prospects. 
The future is still wonderful; 
earnings are going to double in 
the next year; the industry is just 
beginning its growth, and may 
other such thoughts are advanced 
as reasons for continuing to ride 
with the trend. Then, of course, 
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current stock averages 


By ERVIN L. HALL 


Partner, Davis and Hall 
Investment Management 


there is the ever present exclama- 
tion, “I just can’t afford to sell and 
pay the capital gains tax.” Other 
common deterrents are greed and 
inertia. 

Unfortunately, many people have 
that human element known as 
greed. They always want a little 
more or think someone else will be 
willing to pay a little more when 
they are ready to sell. Why they 
assume that the fellow who is buy- 
ing the stock from them is dopey 
and they are smart is hard to 
understand. But many investors 
seem to go through a period of 
anguish if the stock they sell con- 
tinues to advance. 


Line of Least Resistance 


We are also inclined to follow 
the line of least resistance which 
is to hold on if our investments are 
going in the right direction. This 
might be all right if one takes a 
very long-term look at his invest- 
ments and is willing to go through 
periods of adversity in the mean- 
time. For instance, there was 
nothing wrong with buying du- 
Pont around 230 in 1955 if you 
didn’t mind waiting four years for 
it to reach that figure again. 

Between being unwilling to sell for 
one reason or another, or being con- 
tent to follow the trend or line of 
least resistance, many investors find 
themselves in an unenviable posi- 


inherent 


tion when a change comes about in 
the economy. Such changes are not 
proclaimed by drums or flashing 
danger signals but actually develop 
quietly and unnoticed. Many in- 
vestors do not see the gradual 
deterioration in the economic and 
financial structure of the country. 
Even if they have some misgivings 
they want to wait a little longer 
greed. 


Persistent Excesses 


The deterioration comes about 
usually from excesses. The growth 
of these excesses is as persistent as 
weeds pushing through the surface 
of the ground. When the weeds and 
the excesses are clearly visible 
some of the vitality has left the 
garden and the market. By then 
drastic action may be necessary. 

There are ways to detect such 
deterioration and ways to guide 
your investment program so as not 
to lose all the benefits of your hard 
work in building a portfolio. Books 
have been written on the subject, 
systems have been devised and 
speeches have been made, but time 
goes on and such thoughts are for- 
gotten or considered not applicable 
to the present day and age. In 
fact, most of us can recall going 
through disturbing investment 
periods, wishing that we had used 
a little more of that good old com- 
mon sense that has a habit of de- 
serting even logical minds under 
“New Era” psychology. 

Continued on page 60 
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Investments 


Continued from page 59 


When we shift a portfolio, we 
should have a definite objective in 
mind. Can the income be _ im- 
proved? Are better opportunities 
available for capital gains than in 
some securities now held? First of 
all when any change is made, 
for income or capital gains, there 


) ) 
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Coffman Chapel, at 
Hood College, was 
dedicated in 1955 at 
Frederick, Md. 


ice 


is always. the tax angle to con- 
sider. When skies are blue and the 
economy is riding high, there is a 
tendency to forget about the tax 
and reinvest the total proceeds 
from a sale. It is better, however, 
to set aside a reserve so the money 
will be available when tax time 
rolls around. The savings fund is 
a good depository for such a re- 
serve because it at least gives some 
income and can be_ withdrawn 
when needed. 

Now as to improving the income 
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Leading the Way in Light 
Hood College in Frederick, Md. was organized in 1893, 


and has faithfully carried out its objective of training 
young ladies in the arts and sciences. 


Baltimore Life has also carried out, for over 75 years, its 
objective of guarding family security by means of life 
insurance. We now serve over 650,000 policyholders. 


Frederick and vicinity is served by the Baltimore Life 


office at 1 W. Church St. 


The Baltimore Life 


Insurance Company 
HOME OFFICE: BALTIMORE, MD. 





picture. Today it seems that in- 
come is not too important to many 
investors. This comes from many 
causes, one of which is’ worry 
about the depreciating value of the 
dollar. At the moment, this is not 
too obvious but the long-term 
threat still remains. Naturally if 
a dollar is going to buy less in the 
future, it is advisable to have more 
dollars. Income contributes some- 
thing to this effort to obtain more 
dollars providing you need not use 
it for living. But this doesn’t have 
the same appeal as investing for 
capital gains. 

Actually building income is a 
slow process. It lacks the glamour 
of the bright new horizons that are 
a part of the hopes on _ which 
capital gains are built. But if in- 
come is of importance, as it is in 
some trust funds, then making 
portfolio changes to bolster income 
is well worthwhile. 


Rosy Picture High Priced 


Buying so-called growth stocks 
for capital gains is vastly more 
popular among investors. The pres- 
ent trend of the economy holds 
promise of better earnings and 
many new products and processes. 
This is all to the good. But when 
a stock is sold, the tax reserve put 
aside, and the proceeds reinvested 
in another growth situation, you 
should have good reasons to believe 
that the new commitment will do 
better than the old. With many 
stocks selling at high levels in re- 
lation to present earnings, a great 
deal depends on the accuracy of 
estimates on future earnings, not 
to mention a sane approach by you 
to the rosy picture painted of that 
future. You may find that you are 
paying a pretty high price for 
future earnings. Compare the new 
purchase with what you already 
own and it may indicate a price 
you would probably hesitate to pay 
in a less expansive period. This is 
a common danger when a strong 
bull market has been running for 
a number of years. 

When prices of stocks continue 
to increase, efforts to better a port- 
folio will become more and more 
difficult—difficult to find a situa- 
tion where you can justify invest- 
ing new money or _ reinvesting 
money that has been capitalized. 
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This should be a real danger signal | 
to those who believe that investing | 
money should have a purpose, not | 
merely a desire to put money to 
work. Going to work with a divi- 
dend income of one and one-half 
per cent or less, and with future 
earning power depending heavily 
on a continued dynamic economy, | 
is increasing the risk factor to a | 
high level. 


Fewer Chances for Gain 


There always appear to be some 
investment opportunities that have 
not been exploited during most any 
stage of a long bull market. How- 
ever, as time goes on, these unex- 
ploited situations become fewer 
and fewer. Some of them actually 
should never be exploited because 
the outlook is none too good. 

When you reach the stage when 
trying to better your income or 


show a better capital growth trend 4010-1 


becomes a really laborious job, it iW 

would be well to consider the over- RIGHT ses y 

all danger to a portfolio should the 

seeds of economic deterioration 

start to sprout. Even in the most 

active and prosperous periods, 

earning power and dividend pay- 

ments are in the final analysis 

what sustains the value of a stock. 

This may be hard to believe, when 

the “Lorelei Song” 

ing and the “experts,” day after 

day, seem so right. Under such a 

spell, these criteria are ignored for 

a time while speculative excesses 

push them completely to the back- 

ground. That doesn’t remove the 

fact that purchases made at such a 

time are poor speculations. They 

are basically speculations on the 

hope that you can always find ... service is one of the most worked over—and overworked—words in the 

someone foolish enough to take a insurance business. Yet when it is put into practice and not merely talked 

security off your hands at a price about, it is also one of the most valuable. Service is primarily what you 

that bears no relationship to value. have to sell, and your clients have a right to expect it. Similarly, you have 
Whether the market, as mea- a right to expect service from the home office and from the special agent 

sured by the averages, is too high who calls on you. With PLM you get it. That’s why we believe you'd be 

depends on many things, including profitably happy representing PLM. Why not drop us a line. 

your state of mind. There will, 

however, come a time when the 


market really is high, distinguish- 
5 d Re : Writing FIRE and ALLIED LINES 
ed aaa doubt by the fact that no “In the Birthplace of American Mutual Insurance”’ 
one will be mentioning it. By then, 
we hope, the astute investor will 


be well prepared for what others 
may not expect, a shift in the eco- PENNSYLVANIA LUMBERMENS MUTUAL INSURANCE COMPANY 


nomic wind and the dominance of PLM Building « Philadelphia 7, Pa. 
bad rather than good news. Branch Offices in New York, Los Angeles, Charlotte, N.C. 


is so bewitch- 
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Lifesaving course for Larry! 


w Believe it or not, this is a high school classroom. 
The subject—Driver Education. The instructor—an 
English teacher with special driver education training. 

He’s teaching Larry more than the mere mechanics 
of driving. Larry is learning the proper mental at- 
titude necessary for safe driving. When the course is 
completed, Larry’s chances for survival as a driver 
will have actually doubled! 

In an age when one out of every four fatal auto 
accidents involves a youthful driver, you would think 
such a proven, successful program would receive 
wide acclaim. After all, far more of our youngsters 
are crippled and killed by auto accidents than by 
polio, for instance. Yet a majority of communities are 
still without high school Driver Education. 


As an insurance man and civic-minded citizen, you 
can make a real contribution to the youth of our 
country by calling attention to the success of Driver 
Education. Make sure your school board, school 
officials, PTA and local Safety Council get the facts. 
Use your influence with key citizens to bring Driver 
Education to your high school. 

We'll help by sending you the fact-filled folder 
entitled —‘“*Teach Them To Drive...and Survive!” 
Write tonight, won’t you? It can be a matter of life 
or death for many youngsters in your community. 


ALLSTATE 


INSURANCE COMPANIES 
AUTO+PROPERTY+- ACCIDENT AND SICKNESS~LIFE® 


*Alistate Life Insurance Co. is wholly owned by Allstate Insurance Co. Home Offices: Skokie, Ill. 
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COAST to COAST 


WESTERN AND SOUTHERN LIFE... is ringing « 


new kind of personal protection to millions of policyholders and prospects 
throughout the nation. With the Company’s unique “‘Guide to Security’”’, 
representatives of Western and Southern are equipped to provide a com- 


plete insurance programming service for every personal and business need. 


THE WESTERN AND SOUTHERN 
LIFE INSURANCE COMPANY 


~ CINCINNATI, OHIO « A MUTUAL COMPANY + WILLIAM C. SAFFORD, PRES. 
' REGIONAL OFFICES: 
Philadelphia, Pa. « Asheville, N. C. © St:. Louis, Mo. ¢ Galveston, Texas * Los Angeles, Calif. — 
b . ; . 
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1958 Annual Report Survey 


the booklet classification and some 
of the reasons why they ranked 
high. 

Among the fire and casualty 
company reports, Reliance Insur- 
ance Co. again scored the most 
points in the final judging. Its 
margin of victory was narrow. An 


Continued from page 40 


excellent highlight page at the be- 
ginning tells the story at a glance 
of what happened to the business 
in 1958 compared with 1957. 

It reports net premiums written, 
underwriting expenses, net premi- 
ums earned, losses and loss adjust- 
ment expenses, net investment in- 


NATION-WIDE 
CLAIM 
SERVICE 


AMERICAN FIRE & CASUALTY COMPANY 


HOME OFFICE 





* ORLANDO FLORIDA 





LIFE 
ACCIDENT AND HEALTI) 
HOSPITALIZATION 


UNITED INSURANCE COMPANY OF AMERICA 


The Fastest Growing Comreny ef Its Kind in America 





1958 INCOME 1958 Life Insurance 


In Force 





$78,209,980 $658,157,394 
1957 INCOME 1957 Life Insurance 
: In Force 
$68,663,782 $645,036,953 





1956 INCOME 
$60,647,474 


1956 Life Insurance 
In Force 
$517,513,247 











A 1955 INCOM’ 1955 Life Insurance 
In Force 
PHENOMENAL $53,709,252 $480,492,046 
RECORD 1957 INCOR: 1954 Life Insurance 
i In Force 
$44,767,528 $432,782,517 
1953 INCOME 1953 Life Insurance 
In Force 

$38,390,145 $357,303,971 





1313 SOUTH MICHIGAN AVENUE 





UNITED HAS MORE THAN DOUBLED ITS ANNUAL INCOME DURING THE LAST FIVE YEARS 
AND HAS PRACTICALLY DOUBLED ITS LIFE INSURANCE IN FORCE 


UNITE with UNITED 


CHICAGO 5, ILLINOIS 














come, taxes, net income after taxes, 
and dividends. Ratios are indi- 
cated and pre-share figures re- 
ported. 

The report of the Insurance Co. 
of North America was a close sec- 
ond with its usual well-written, 
beautifully illustrated, well-printed 
and very complete presentation. 

Unlike many reports of mutuals, 
Liberty Mutual Insurance Co.’s 
booklet report was informative as 
well as attractive. It ranked a fine 
third in its class. 


10-Year Comparison 


Among the life companies, the 
winner—State Mutual Life Insur- 
ance Co.—scored for clear and 
easily understandable income state- 
ments and balance sheets, which 
A highlight 
page up front gives 10-year com- 
parisons. 

Second-ranking New York Life 
Insurance Co. won points for com- 
plete income statements, 
sheets, and a three-year highlight 
page. Charts especially were well 
done. 

The report of Quaker City Life 
Insurance Co.—which ranked a 
close third in its class—was one of 
the too few stock insurers in the 
life group to give the shareholder 
the information he ought to get 
and in the terms he ought to get 
it—per share. 

It’s a good report for stock life 
companies to follow. 


covered two years. 


balance 
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"That's right, sir . . . now's the time to 
get it off your chest..." 
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Health Insurance Institute 
Studies Public Attitudes 


NEW PRODUCTS AND SERVICES Describes 
Booklet and Summary of National Survey 


How do Americans feel about 
health insurance? This question 
and many others bearing on fi- 
nancing health care are answered 
in a booklet issued by the Health 
Insurance Institute. Titled “A 
Profile of the Health Insurance 
Public,” the publication shows re- 
sults of a national study of health 
insurance coverage and public at- 
titudes. 

Survey is the first of its kind 
ever sponsored by the health in- 
surance business. Many people 
expressed a need for more infor- 
mation on health insurance. Ac 
cording to the report, fully half 
of insured families who wanted 
more information also thought 
they could use additional cover- 
age. 


For Further Information Circle 78 on Card 


“Operation Test-Check” 


Prospects for the new Home- 
owners program will soon be of- 
fered an insurance “Test-Check”’ 
as part of a sales campaign 
launched by the Crum & Forster 
Group of Insurance Companies. 
This new visual sales aid will be 
promoted by C & F agents through 
comprehensive sales folders, coun- 
ter pads, radio spots, newspaper 
advertisements, counter and win- 
dow cards, and mailing enclosures. 

Agencies offering the new “Test- 
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USE REPLY CARD ON PAGE 73 


For more information on one or more of these 
items, tear out the reply card. Circle on it the 
number or numbers matching the figures following 
each item in which you are interested. Fill in the 
blanks, sign your name and mail the card. 

This reply card is not an order blank. Please do 
NOT send money to THE SPECTATOR. Card merely tells 
the supplier that you want, without obligation, more 
information about his product or publication. 
Check” service may invite clients 
and prospects to measure the ef- 
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fectiveness of their insurance pro- 
grams against coverage available 
in the new Homeowners. The 
C & F “Test-Check” provides a 
graphic comparison with the va- 
rious new forms available, and 
presents details of coverage for 
ready reference. 


For Further Information Circle 79 on Card 


Ministers’ Problems Studied 

“Practical Problems of Minis- 
ters Today” are studied in a book- 
letlet offered by Ministers Life 
and Casualty Union. The booklet 
is a condensation of results found 
in the nationwide 
study. 

A representative sampling of 
ministers were questioned about 
finances, housing, demands on 
their time, and salary range. Re- 
garding salaries, 51.8 per cent of 
the respondents reportedly fell in 
the $3,000 to $4,999 range. Copies 
of the pamphlet are available free 
from Ministers Life and Casualty. 


company’s 


For Further Information Circle 80 on Card 


Directory of Insurance Students 


The insurance department of 
Southern Methodist University 
has available the 1959 Alumni Di- 
rectory of its insurance majors. 
The department teaches insurance 
courses both on the campus and 
by mail, and their alumni direc- 
tory gives name, address and such 
facts as marital status for each 
graduate. 


For Further Information Circle 81 on Card 


Lamp Combines Two Lights 


“Combo” is a three-way lamp 
Continued on page 66 
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BURCHARD} 


COMPANY 
Chicago 


APPRAISERS 


Appraisals for Correct 
Insurance Coverage and 
Proof of Loss 


Depreciation Studies 
Property Ledgers 


4413 Ravenswood Avenue 
Chicago 40, Illinois 





THE OLDEST INSURANCE 
COMPANY IN THE WORLD 


55 FIFTH AVE., NEW YORK 














Phila.'s Most Modern 
Professional Building 
Underway 


(Poss. Spring 1960) 


Space Available (500 Sq. Ft. to 10,000 
Sq. Ft.) Air Conditioned 
Vicinity Broad & Spring Garden Sts., Phila. 


ACT NOW 
for what is rapidly becoming the most 
sought after t ness location in the Down 
town Area. Minutes away from Expressway 
and Main Traffic Arteries 


For Further Information Contact: 


CARNAVIL & CO. 


7909 Ogontz Ave., Phila., Pa. 
Li 8-5030 








New Products and Services 


Continued from page 65 


made by Luxo Lamp Corporation 
that balances incandescent and 
fluorescent light in one fixture. 
Either type can be used individu- 
ally or in combination for com- 
fortable, brighter illumination. 
The Luxo “Combo” has light out- 
put of 500 foot candles at 12 
inches with a 60-watt bulb and a 
22-watt fluorescent tube. 

The lamp adjusts to any posi- 
tion and stays put to throw light 
where you want it. Model LC-1 


has two extension arms with a 360- 
degree sweep and 45-inch reach. 
The company also makes incandes- 
cent, fluorescent, and magnifying 
models. 


For Further Information Circle 82 on Card 


Safety Mitts for Night Police 

Safety mitts that glow in the 
dark were presented to Minnea- 
polis police by Northwestern Na- 
tional Life. Mitts, made of reflec- 
tive fabric, are a safety measure 
for officers directing traffic at 
night. Material, made by Minne- 
sota Mining and Manufacturing, 
shows up a vivid silver in car 
headlights. 


For Further Information Circle 83 on Card 


IDP Machine Adapts to Needs 
A versatile processing machine, 
the Synchro-Monroe “President” 
is offered by the Monroe Calcu- 
lating Machine Company. The ma- 
chine simultaneously punches tape 
or cards as a by-product of regu- 
lar accounting jobs such as pay- 
roll, accounts payable, accounts 


receivable, stock record or gen- 
eral ledger. 

For flexibility in programming, 
a control chassis contains a sim- 


oe 


ple plugboard arrangement allow- 
ing the machine to be _ repro- 
grammed in the_ user’s office, 
should a change in punching re- 
quirements arise. A removable en- 
coder board permits choice of a 
5, 6, 7 or 8-channel tape, or direct 
connection to an IBM 024-card 
punch. Encoder boards can be re- 
moved and replaced in a matter of 
seconds. 

For the business office which has 
not yet installed an integrated 
data processing system, the ‘“Pres- 
ident” can function as a regular 
bookkeeping machine until such a 
system is put into effect. The ma- 
chine is then converted to IDP |} 
merely attaching the control chas- 
sis and punch. 


For Further Information Circle 84 on Card 


Cuts Photocopy Paper Needs 

Quality photocopies, along with 
greater economy, can be produced 
with the new Apeco “Copy-Quik” 
process in conjunction with the 
Apeco Director “Auto-Stat” copy- 
ing unit. 

The “Copy-Quik” 
method for obtaining multiple 
copies of the same document at 
lower cost by using only one sheet 
of paper rather than the two usual- 
ly required. Thus paper costs are 
cut about in half. 


For Further Information Circle 85 on Card 


process is a 


Insurance Specialties Listed 


A new edition of “Specialty In- 
surance Coverages” has_ been 
printed by Southern Marine and 
Aviation Underwriters. The folder 
gives agents and brokers informa- 
tion on unusual coverages and 
surplus lines. Included are cas- 
ualty, workmen’s comp, inland 


THE SPECTATOR 





marine, oil, and other listings. 
Leaflet is free on request. 


For Further Information Circle 86 on Card 


NBFU “Fire Ratings” Revised 


The National Board of Fire Un- 
derwriters has published a revised 
edition of “Fire Resistance Rat- 
ings” dated April, 1959, the first 
revision since January, 1957. Book 
contains a number of tables of 
types of construction which pro- 
vide fire resistance ratings re- 
quired by building codes or regu- 
lations. Included are types of 
construction incorporating many 
new materials. 

Data covered include beam, gir- 
der and truss protections, ceiling 
constructions, column protections, 
floor and ceiling constructions, 
roof constructions, and walls and 
partitions. 

The tables are set up in terms 
of minimum requirements (type, 
details of construction and thick- 
ness of materials) for the specified 
fire resistance. 


For Further Information Circle 87 on Card 


Copyholder Reduces Fatigue 


A copyholder for secretaries and 
typists has been announced by 
Remington Rand _ Division of 
Sperry Rand Corporation. 

The unit extends only inches 
above the typewriter. When not in 
use it folds over the machine and 
-an be tucked into the desk at 
night. Called the Foldamatic Line- 
a-Time Copyholder, it is reported 
to increase a typist’s performance 
up to 20 per cent or more. 


The _ Foldamatic Copyholder 
feeds and handles single sheets of 
paper as well as typist’s note- 
books, cards, or large accounting 
statements. Its Transvue Line 
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Guide allows the secretary to see 
several lines ahead as well as un- 
derscoring the line she is typing. 


For Further Information Circle 88 on Card 


NAM Looks at Russian Economy 

Chances that Nikita Khrushchev 
can, in the foreseeable future, 
make good his threat to “bury the 
United States economically” are 
mighty slim, according to the Na- 
tional Association of Manufac- 


turers. NAM has recently pub- 
lished a study of Soviet produc- 

tion records and prospects. 
Entitled “A Glance at the Rus- 
sian Economy,” the study asserts 
“that although the Russians have 
made appreciable, and in some in- 
stances, amazing productive gains, 
they are not at this time an eco- 
nomic threat to the United States.” 
“Of all the factors affecting fu- 
ture Soviet industrial growth,” 
Continued on page 68 


Use the direct approach... 


MERCANTIL 


ovEn «TOC 


yuicy 
BURGLARY FOE 


@ Most selective . . . most flexible . . . most 
checkable medium of all. That’s direct mail 
advertising! It can do a big job for the quali- 
fied agent; in most instances, is the most 
effective, practical, and inexpensive form of 
sales promotion available to him. 

You can be sure that your client list is a 
prime target for competitors. On their way, 
right now, are mailings that detail new cov- 
erages—new ways to buy, and more eco- 
nomically—other “‘reasons why” it pays to 
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do some checking before renewing or buy- 
ing additional insurance. 

We hold that direct mail with the profes- 
sional stamp is the answer to many of the 
independent agent’s selling problems. You'll 
find a representative showing of it in Grain 
Dealers’ 1959 mail promotion kit. Our spe- 
cial agents want to show it to you; better 
yet, how to put it to work where your sales 
potential is best. Let us know where you are— 
when we can call. 


C10 Cealas/bfiitad, 


INSURANCE COMPANY 
Indianapolis 7, indiana 


Western Department: Omaha 2, Nebraska 
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New Products and Services 


Continued from page 67 


the report continues, “there is one 
which even the Russian planners 
are incapable of altering. This is 
a manpower shortage which faces 
the Soviets for the next ten to 
twelve years... .” 

The report estimates that while 
between 1956 and 1965 the U. S. 
labor force will have increased by 
12.3 millions, the Soviet gain will 
be only about eight millions. Rela- 
tive output per worker in the U. S. 
times the output per 
worker in the USSR, according to 
the report. 


is three 


For Further Information Circle 89 on Card 


Double-Duty File for Records 


Dolin Metal Products has com- 
bined storage economy with flexi- 
bility in storing records in either 
large or small areas. Their double- 
duty file No. 65 has an all-steel 
case with two record trays. The 


double trays hold either letter or 
legal size records. This permits 
one size file for both record sizes. 


The easy to handle record trays 
hold 30 inches of letters or 24 
inches of legal files. The files in- 
terlock to any height and width 
for maximum use of the storage 
area. No special stacking clips or 
tools are needed. 


For Further Information Circle 90 on Card 


Be Safe During Fun-Time 
“Time for Fun” is a multi-col- 
pamphlet prepared by the 
National Safety Council as an off- 
the-job safety aid. The eight-page 
brochure was designed to bring 


ored 
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REINSURANCE BROKERS 
Exclusively 


More than a quarter century of constant 
progress and growth through unexcelled 
service to insurance companies. 


* FIRE 

* CASUALTY 

* BONDS 

* WINDSTORM 


* ACCIDENT AND HEALTH 


A. E. STRUDWICK Co. 


810 Baker Building 


* AVIATION 


* MARINE 


208 South LaSalle Street 








* LIFE 


* HAIL 


American Equitable Assurance Company 


Globe & Republic Insurance Company 


Merchants and Manufacturers Insurance 


Company of New York 


New York Fire Insurance Company 


workers back from vacation safe 
and sound. 

It colorfully illustrates, in addi- 
tion to safe vacation driving, 
safety in swimming, boating, fish- 
ing, camping, and even vacation- 
ing at home. A single sample copy 
and prices on quantity supplies 
are offered free by the Council. 


For Further Information Circle 1 on Card 


Answers to 1958 CPCU Exams 


Now ready in booklet form are 
the answers to the 1958 examina- 
tions given by the American Insti- 
tute for Property and Liability 
Underwriters. Answers to all ques- 
tions are given, although candi- 
dates are permitted choice in tak- 
ing the examination. 

The booklet is useful as a guide 
on the type of questions asked. 


For Further Information Circle 2 on Card 


Imperial Adding Machines 

Victor Adding Machine has an- 
nounced a new line of adding- 
subtracting machines, the 1959 
Imperial. 





of New York 
Organized (918 


of America 
Established 1862 


Organized 1849 


Incorporated 1832 


Minneapolis 2, Minnesota 
FEderal 9-5847 


Chicago 4, Illinois 
CEntral 6-9141 


Corroon & Reynolds Group 


92 WILLIAM ST., NEW YORK 38, N. Y. 


Large Enough to Serve You Well... 


Small enough to Want to 
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A lightweight aluminum case 
provides streamlined styling, and 
natural angle keyboard prevents 
finger-fatigue. Control keys are 
within fingertip range of the key- 
board. 

The Imperial has a capacity of 
$10 million less-one-cent, electri- 
fied total and sub total keys, ex- 
clusive printing press action, di- 
rect automatic subtraction, repeat 
key for multiplication, non-add 
key and automatic credit balance. 
The optional Add-N-Mark feature 
prints gummed or pressure sensi- 
tive labels to be used for price- 
marking merchandise. 


For Further Information Circle 3 on Card 


Leaflet Promotes Auto Safety 

As part of its safety education 
program, the Association of Casu- 
alty & Surety Companies offers a 
two-color leaflet titled, “The 
Drinking Driver, Traffic Safety 
Delinquent No. 1.” 

The pamphlet points out that 50 
per cent of fatal accidents in- 
volve drivers who have been drink- 
ing to some extent, and 
stronger enforcement measures. 
Copies are available free from the 
Association’s Accident Prevention 
Department. 


For Further Information Circle 4 on Card 


urges 


Soothing First-Aid Spray 

A first-aid spray by Otis Clapp 
& Son, manufacturing pharma- 
gives fast treatment for 
wounds. The aerosol spray prod- 
uct is a combined antiseptic, sur- 
face anesthetic and surgical dress- 
ing for minor injuries. Called “Ob- 
tundia First Aid Aerosol Spray,” 
it is supplied in four-ounce size. 


cists, 


For Further Information Circle 5 on Card 


Choosing a Copy Machine 


A factual bulletin offered by 
Peerless Photo Products describes 
the main features of six different 
office photocopy processes in gen- 
eral use. Titled “Office Copy Ma- 
chines and How to Choose the 
One to Suit Your Needs,” it in- 
cludes the recently introduced 
monobath and “Quick Silver” 
processes as well as the other 
methods. 

The bulletin points out the rela- 
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tive merits of each system in 
printing quality, speed, conveni- 
ence, and economy of operation 
without advertising or promoting 
any one system. 


For Further Information Circle 6 on Card 


Underwood Account-Master 


The Underwood Account-Master 
has been designed for all account- 
ing systems, with special models 
for cycle billing, credit union ac- 
counting, Rural Electric Associa- 
tion billing, and municipal 
counting. 


ac- 


Case has been completely rede- 
signed, and comes in modern col- 
ors. Machine does subtraction in 
all registers, has the Underwood 
10-key input keyboard, and full 
keyboard date. Up to 46 descrip- 
tive are available. A 
keyboard program control and an 
auxiliary program control work 
either automatically or manually. 

Models are priced from $2,350 
to $5,000. 
lored to a customer’s specific re 
quirements. 


For Further Information Circle 7 on Card 


characters 


Procedures can be tai- 


Floor Safe 

Manufacturer of the Sentry line 
of personal safes, introduces a 
new model, the Sentry Cadet. The 
Cadet 
label stating that it has success- 
fully passed a 1700° one-hour fire 
test, 2000° explosion hazard test, 
and 30 ft drop test. Outside di- 
mensions are 24% in. x 17% in. x 
13 in.—inside dimensions, 15 in. 
x 12 in. x 9% in. Weight is 175 
lbs. 

Big-safe features include a 
built-in three-number combination 
lock, heavy duty bank vault type 
lock bar, all welded construction 
Vermiculite insulation, and baked 
enamel finish. 


For Further Information Circle 8 on Card 


carries the manufacturer’s 








An 
appraisal 


will 
protect 
you, 


too! 


With inflation so consistently adding 
to the insurable values of your client’s 
properties, the insurance you sold even 
one year ago may not be enough to 
give proper protection today. 

Should a fire cccur, your client 
might lose a substantial amount of 
money. You might lose future business. 

How to get a client to buy the 
greater protection he needs? 

One effective way is to recommend 
Continuous American Appraisal Serv- 
ice®. Your client will receive periodi- 
cally up-to-date valuations of his 
insured plant assets, reflecting phys- 
ical changes as well as fluctu.tions in 
value. Any shortage in insurance will 
become readily apparent. Both you 
and your client will be working from 
facts that will stand investigation, 
assembled by the 63-year leader in 
the field. 

American Appraisal reports for your 
clients are good protection for you. 


LEADER IN PROPERTY VALUATION 


The 
AMERICAN 
APPRAISAL 


Company” 


Home Office: Milwaukee 1, Wisconsin 
Offices in 18 cities coast-to-coast 











For your convenience . . . 


The reply card on page 73 of this 
issue can be used to obtain addi- 
tional information about the items 
which are followed by card numbers 
in both the Products and Services 
and Contracts and Policies depart- 


ments. 














Accident Policy for Vacationers 
Protects Whole Family in One Plan 


Continental Casualty has an- 
nounced an accident policy insur- 
ing vacationing families. Offered 
in all states but New York, the 
contract gives an entire family 
worldwide accident protection. It 
provides $500 medical expense 
benefits for each member, includ- 
ing unmarried children between 
14 days and 19 years of age. 

The individual portion of the 
policy remains the same as pre- 
viously offered by the company. 
The insured may purchase Acci- 
dental Death & Dismemberment 
coverage from $5,000 to $50,000 
covering loss occurring up to 100 
days from the date of the acci- 
dent. Vacation periods of three 
to 180 days may be insured. 


For Further Information Circle 201 on Card 


St. Paul Covers Crop Failure 


St. Paul Fire & Marine has an- 
nounced an all-risk crop insur- 
ance policy for corn and soybeans 
in certain counties of Minnesota, 
Illinois, Indiana, and Iowa. Such 
insurance at one time was avail- 
able only from the government. 
An endorsement to the crop-hail 
policy, the contract protects the 
growing crop from most hazards 
including hurricane and plant dis- 
ease damage. 

Company began writing this 
type of protection four years ago 
under multi-peril coverage. Name 
was changed to Crop Failure this 
year. 

For Further Information Circle 202 on Card 


70 


WHAT THE NUMBERS MEAN 


If you would like more information about one or 
more of the policies or lines reviewed here, circle 
on the card between pages 71 and 75 the number 
or numbers following those items. Write your name 
and address on the card and drop it in the mail. 


Disability Income Policy 


A non-cancellable, guaranteed 
renewable disability policy is be- 
ing introduced by Lincoln Liberty 
Life. 

Policy is guaranteed renewable 
to age 65. It provides benefits for 
loss of life, limb, sight or time 
resulting from accidental bodily 
injuries or loss of time resulting 


from sickness. 
For Further Information Circle 203 on Card 


INSUR 
A 
SERVicnce 


"Our new policy is so simple a child can 
underwrite it.” 


Protection for Reservists 

A low-cost accident policy for 
Reservists and National Guards- 
men has been announced by 
American Casualty. Called the 
“Patriot,” protection is offered 
under two plans. Plan A provides 
$5,000 for accidental death, $50 
weekly accident indemnity, and 
$500 for accident medical ex- 
penses for an annual premium of 
$7.50. Plan B offers lesser amounts 
of protection for $5 per year. 

Coverage is on a year-round 
basis to protect the ‘weekend 
warriors” during annual field 
training, on active duty of less 
than 30 days, during authorized 
periodic inactive duty training or 
assembly, parades, and official 
ceremonies, and traveling to and 
from these activities. 


For Further Information Circle 204 on Card 


“Guaranteed” Disability Income 


Western Life, Helena, Mont., 
now issues a_ non-cancellable, 
guaranteed renewable accident 
and sickness policy. Policy is in- 
contestable after it has been in 
force two continuous years. There 
is no house confining clause for 
sickness. Protection remains in 
force for men up to age 65, and 
on women to age 60. 

Policies to men pay income 
benefits for from one year to life- 
time in the event of an accident, 
and from one to 10 years for sick- 
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ness. Women are provided one to 
two years coverage for both acci- 
dent and sickness. 


For Further Information Circle 265 on Card 


Tailored Family Plan 

Under its Family Security Pro- 
gram, General American Life cov- 
ers the whole family, but the plan 
can be fitted to the needs of each 
individual. 

The father may select both 
types and amounts of protection 
he wants for himself, his wife, 
and his children. Waiver of pre- 
mium, additional indemnity, guar- 
anteed insurability, return of pre- 
miums, and family income agree- 
ments can all be added to the con- 
tract. Children can be protected 
with the company’s “Econo” se- 
ries of permanent insurance which 
can provide low net cost protec- 
tion, yet give cash values for edu- 
cation or emergency. 

Premiums on the separate poli- 
cies can be combined on one peri- 
odic bill. The policyholder mav 
add coverages at a later date and 
have them included on combined 
billing if premiums are paid by 
any month plan. If a _ person 
leaves a “family group,” coverage 
and cost are reduced accordingly. 


For Further Information Circle 206 on Card 


Budget Premium Plan Revised 


Great American has adopted a 
new premium payment budget 
plan. The assured’s signature is 
no longer required on the agree- 
ment, and all elements are geared 
to the agent’s normal office pro- 
cedure. The agent collects and 
retains the first payment, and re- 
ceives a check for the remaining 
balance. 

There are no large down pay- 
ments. All payments are equal 
and carry a low interest charge. 
Practically all forms of policies 
are eligible and policies may be 
added at any time. Plan covers 
annual, semi-annual, quarterly 
and monthly payments. 


For Further Information Circle 207 on Card 


Family Covered by Rider 


Berkshire Life offers family plan 
Continued on page 72 
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AS CLOSE AS THE NEAREST MAILBOX 


When your clients need Administrator or Executor bonds, 
they need them in a hurry. Royal-Globe’s post card appli- 
cation is now good for bonds up to $50,000, without appli- 
cant’s signature. 

This is just one sales item in Royal- 

Globe’s completely streamlined bond 

service. Another sales advantage is 

the brand-new “Attorney’s Kit” 

with applications, memo pad and 

other useful information. - ie ( \ 
Call your Royal-Globe bond special ;<h\-\ , ™| 
representative today for complete igh. 
information on our new bond ser- ‘“;r<"" 

vice. He is a member of your local 

R-G mobile production team, 

another reason why we say Royal- 

Globe is 


“TOPS IN EVERY SERVICE” 


Aff 


ae: 


150 WILLIAM ST., NEW YORK 38, N.Y. 


ROYAL INSURANCE COMPANY, LTD. © THE LIVERPOOL & LONDON & GLOBE INSURANCE COMPANY LTO 
ROYAL INDEMNITY COMPANY © GLOBE INDEMNITY COMPANY © QUEEN INSURANCE COMPANY OF AMERICA 
NEWARK INSURANCE COMPANY © AMERICAN AND FOREIGN INSURANCE COMPANY © THE BRITISH & FOREIGH 
MARINE INSURANCE COMPANY LTD © THAMES & MERSEY MARINE INSURANCE COMPANY. LTD 





Contracts and Policies 


Continued from page 71 


coverage in a rider that can be 
attached to new or existing basic 
life plans. The rider is made part 
of basic insurance (ordinary life 
or higher premium) on the life of 
a husband. It provides term in- 
surance on the wife and children, 
including future children. 


Rider is issued in units, a sin- 
gle unit providing $3,500 initial 
coverage on the wife in most in- 
stances and $1,000 on each child 
after age six months. Term on 
wife decreases $125 annually to 
level of $1,000 for last 10 years 
of contract. Coverage may con- 
tinue to the policy anniversary 
nearest the wife’s attained age 55, 
60, 65 or 70. Each child is covered 
to his age 25 when he may con- 
vert to permanent insurance. 

For Further Information Circle 208 on Card 
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Contracts and Policies Notes 


Aetna Life has adopted lower 
premium rates for its five-year 
renewable, convertible term plan. 

Eastern Life of New York has 
revised its underwriting manual 
and will consider applicants with 
up to 1000 per cent mortality. 
Heart, blood pressure and dia- 
betic cases receive special con- 
sideration. 

Manufacturers Life has an- 
nounced substantially lower rates 
for all ages on its single premium, 
immediate annuity plans. 

Old Republic Life has incorpo- 
rated the quantity discount meth- 
od in its new rate structure. The 
“cheaper-by-the-dozen” principle 
applies on all policies over $2,500 
face amount. 

Patriot Life offers a payor bene- 
fit waiving premiums on juvenile 
insurance in the event of the ap- 
plicant’s death or total disability. 
At the insured’s age 21, the rider 
automatically becomes a waiver of 
premium benefit on the insured. 
Benefit can be attached to all poli- 
cies issued on ages up to 14. 

Zurich-American has_ received 
approval of its MERITmatic plan, 
affording lower rates on auto in- 
surance, in Minnesota. Plan is 
now in use in California, Colo- 
rado, Michigan, Ohio, Oregon, and 
Washington. 


Continental Casualty has opened 
a new accident and health divi- 
sion under George F. McDonnell. 
Called the Independent Plans Di- 
vision, the department will han- 
dle the 65-Plus hospital surgical 
plan for senior citizens. 

General American Life has set 
up a group insurance administra- 
tion department within its Group 
Division. Unit formed by 
merging group administration and 
group accounts departments, and 
will facilitate use of the com- 
pany’s IBM 650 computer. 


was 


Prudential has revised its rate 
scale for new group hospital ex- 
pense insurance, following analy- 
sis of recent hospital claims. Ex- 
isting groups will not be affected 
by the new scale until their re- 
newal dates. At that time their 
experience records will be re- 
viewed. 
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Executives Bookshelf 


Preparing a Life Company Statement 
Charles M. Beardsley, FSA, has prepa 


guide to preparing the annual 


209 218 227 


90 


medium size life insurance compan 

The author provides | 
ous examples. 
accompanied by a cross-reference check 
item in the first 14 statement 
the company’s financial 
clear. Policy exhibit details 
ceive particular attention. 
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Remarks 


Send me more information on items circled below from your June, 1959, issue. 


Analysis of Casualty 


A new edition of “Casualty 
late dean of the Wharton School, 


Insurance 
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vania, has been brought 


widely used as college text and presel inalytic: li _ 
cussions of hazards, insurers, rat 1] ntract 63: 
pages. $8. 
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30 Different Uses for Life Insurance 
“Life Insurance and How to Use It” is a study by Wil- 
liam J. Casey, tax and financial attorney. This work shows 


’ 


how to determine the amount of life insurance needed, 

and how policies should be arranged. It spells out the 

_——— ' dollars and cents results of having the policies owned by 
I 


the breadwinner, or having them held by a trust. Various 
uses of dividends a! lement options are examined. In 
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all, some 30 uses for life insurance are analyzed. 
Publisher is the Institute for Business Planning. 228 
pages. $12.50. 


For Further Information Circle 287 on Card 
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Making the Most of Anniversaries 
“Anniversary Celebrations Made Easy,” by John Donald 
l, gives ideas on how to plan and set up celebrations 

ll kinds of organizations. 

as served a number of major companies 
promotional consultant. Book pre- 
ery and programs for public an- 
and ways to exploit the publicity 
values of such observances. Over 150 
sted. Publisher is Chilton Book Divi- 
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Traffic Safety 


Continued from page 45 


with it. The component parts of 
the formula are understandable 
and reasonable and can be applied 
successfully by any state or com- 
munity, large or small. 


Blueprint for Action 


The formula is the Action Pro- 
gram for Traffic Safety, developed 
by the President’s Conferences for 
Highway Safety, and put together 
in written form in 1946. Since 
then it has had some revision. It 
is not static and will be kept up 
to date in the future. The program 
is the distillation of the work and 
experience of more than 30 years 
in the traffic field. It is the blue- 
print for effective action. As it is 
applied and to the extent it is 
applied, it will bring about im- 
provement anywhere. No 
work is necessary. All of it has 
been tested by actual use. 


guess 


Many of the things which must 
be done in a traffic program can be 
done only by public officials. They 
have legal responsibility and ex- 
clusive authority to do them. These 
include legislation, enforcement, 
engineering and public school edu- 
cation. The Action Program deals 
with these legal responsibilities in 
six sections: Laws and Ordinances, 
Accident Records and Their Use, 
Education, Enforcement, Engineer- 
ing and Motor Vehicle Administra- 
tion. 

Sound and continuous traffic law 
enforcement is necessary to prevent 
accidents, and there is no substi- 
tute for it. Enforcement alone will 
not do the job, but neither can 
maximum results be obtained with- 
out it. Enforcement should be se- 
lective and impartial. It should 
give major attention to control of 
illegal and unsafe speed. When 
traffic: is moving too fast, drivers 
are unable to deal with emergen- 
cies. Most communities do not have 
the quality of enforcement they 
need—that is, traffic laws are not 
enforced with the same diligence 
that other laws are enforced. Good 
enforcement is difficult, and re- 
quires not only determination and 
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ability on the part of officials, but 
organized citizen support. 

To one unfamiliar with the Ac- 
tion Program in its entirety, it 
might appear that action in these 
areas would be sufficient. However, 
there are two more vitally im- 
portant requirements—Public In- 
formation and Organized Citizen 
Support. 

In fact, the success of the official 
program rests on organized citizen 
action and support. Officials can- 
not go far in traffic activities with- 


out favorable public opinion. Such 
opinion depends on information 
about the problems and the neces- 
sary action to deal with them. 
There must be organized citizen 
action to develop and maintain such 
public opinion. 

Two kinds of organization are 
necessary in a successful traffic im- 
provement program—organization 
of the officials involved for coopera- 
tive action, and organization of 
private citizens to provide public 

Continued on page 76 
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quires specialized knowledge. 


When a knowledge of the trade union market would 


help solve your underwriting problems call on the Company 


backed by 32 years of successful experience in underwriting 
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support. The efforts of the two 
groups must be coordinated and 
they must work together coopera- 
tively. Wherever this is done the 
results will be substantial, some- 
times even dramatic. This has 
been proved many times. 

The citizens’ 
much to do. 


organization has 
Its primary function 


is education, and it carries on a 
continuous educational program. 
This consists of mass education of 
the public through media, distribu- 
tion of printed material, talks and 
films at meetings, special projects, 
instruction classes, workshops and 
conferences, and education of key 
individuals by private contact. 
Working with officials, the citizens’ 
group studies the community traffic 
problems. It learns what is being 
done and by whom, what needs to 
be done better and who can do it, 
which facilities and resources are 
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available and how they are being 
used, and which are lacking and 
how they can be obtained. 

There should be a continuing 
factor in the traffic program, and 
the citizens’ organization serves 
this purpose. It bridges the gaps 
when there are changes in official 
personnel. It keeps to a minimum 
the interruptions and lags in the 
program. 

The citizens’ organization usual- 
ly is called a safety council. The 
leading safety organization in the 
United States is the National 
Safety Council, the only such or- 
ganization chartered by Congress 
and the recognized leader in its 
field in this country and in the 
world. It is only natural that state 
and local organizations 
should take the name “safety coun- 
cil.” 

Today there are some 500 com- 
munity safety councils in the na- 
tion, ranging from  fully-staffed 
councils in cities to volunteer 
groups in small communities. More 
are being formed all the time. But 
there should be 2000 or more such 
organizations, blanketing the coun- 
try. When we have such coverage 
much faster progress will be made 
in dealing with our traffic problem. 


safety 


The St. Joseph Program 


I was asked to write this be- 
cause my city, St. Joseph, Missouri, 
has had some success in improving 
its traffic accident record. It has 
the lowest automobile liability and 
collision rates in the state. In the 
latest revision of rates, St. Joseph’s 
were reduced while those of all 
other rating territories in Mis- 
souri were increased. The differ- 
ence was in the accident record. 

St. Joseph has had a continuous 
safety program, with most empha- 
sis on traffic, since January, 1935, 
when the St. Joseph Safety Coun- 
cil was organized. At that time the 
city was experiencing an average 
of 17 traffic deaths and more than 
300 injuries a year, in 2000 to 3000 
accidents. For the last five years, 
1954-1958, the averages per year 
have been 2.2 deaths and 126 in- 
juries in 1233 accidents. And dur- 
ing these 24 years traffic volume 
and exposure in the city has in- 
creased more than three-fold. 

The Action Program is our guide 
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in St. Joseph’s program. We have 
tried to understand our problems 
and to relate our program to them. 
We have a working organization of 
about 200 persons, and many others 
in the city take some part in it. 


Chapter of National Council 


The Safety Council is a non- 
profit, non-political public service 
organization, financed by private 
funds (originally memberships of 
business firms, organizations and 
individuals, and now United Fund). 
It is a chapter of the National 
Safety Council. It is multi-purpose, 
working in all areas. The City 
Traffic Commission is the officiai 
body, created by ordinance, and 
dating back to 1939. It consists of 
those officials having traffic respon- 
sibility and five private citizens 
appointed by the mayor. It deals 
principally with traffic engineering 
and legislation. Its activities and 
those of the Safety Council are co- 
ordinated. 

The Safety Council works co- 
operatively with public officials, as- 
sisting them whenever possible 
and supporting their activities 
when they are deserving of sup- 
port. The Council does not publicly 
criticize officials and does not at- 
tempt to assume their duties. The 
Council encourages all other or- 
ganizations to take part in the 
safety program, advising and as- 
sisting them and seeking to co- 
ordinate all efforts. It gives credit 
to both official and non-official ac- 
complishments. 

In attempting to organize a 
safety council in your community, 
don’t try to “go it alone.” Ask the 
Field Service Department of the 
National Safety Council for advice. 
You will get a blueprint you can 
safely follow, which will save you 
from making mistakes. If there is 
a good local safety council nearby, 
it will help you. The National 
Council’s address is 425 North 
Michigan Avenue, Chicago 11, IIl. 

The White House Conference 
held in 1954 at the call of Presi- 
dent Eisenhower and subsequent 
regional conferences in 1956 and 
1958 were devoted exclusively to 
informing citizen leaders of the 
need for these local traffic safety 
organizations. Every state and 

Continued on page 78 
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mean a more productive South 


Paperboard houses, washable garments and 
bathing suits are just a few incredible 
examples of new uses for paper. As research 
continues, the pulp and paper industry 

continues to grow. In the South today, it 
is a four-billion dollar industry, employing 
more than 150,000 persons. 
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“Insuring Insurability” 


“Insurability Insurance” 


“Guaranteed Purchase Option” 


No matter what name you give to this exciting new coverage, 
we at Bankers Life Company are proud to have introduced 
it. We are equally proud of comments in the insurance trade 
press like: ““We believe Bankers Life has started one of the 
most important merchandising trends in the life insurance 
business ... ” 

We appreciate also comments in publications out- 
side our industry like: “. . . it takes courage to initiate an 
insurance venture of this kind” in an advertising publication, 
or a major metropolitan newspaper commenting in an 
editorial on this new insurance idea: “Bankers Life has 
long been known as a progressive, pattern-setting firm in 
the insurance business.” 


Yes, alertness to changing times and needs has 
marked Bankers Life as “The Company That Fits The Need” 
as we have pioneered other coverages like the “Wife Pro- 
tection” rider . . . Group Permanent Life . . . Widow’s Pen- 
sions . .. and Deductible H&S Plans. Do you wonder that 
Bankerslifemen are proud of the Company they represent? 
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community which does not have 
such an organization has’ been 
urged to form one and get to work. 

Joining in this effort is the most 
effective action the insurance in- 
dustry can take to promote traffic 
safety. The industry has a big 
stake in this program. From com- 
pany presidents down to local 
agents, insurance people can fur- 
nish leadership in organizing safety 
councils in their communities or 
give their services to existing 
councils. 

Organizing and operating a suc- 
cessful safety council takes some 
doing. It requires top leadership, 
sound organizational — structure, 
sound operating policies and pro- 
cedures, and adequate financing. 
Lack of sufficient budget is the 
common problem of these organi- 
zations. Because of this, some of 
the present safety councils are un- 
able to adequately service their 
areas. The insurance industry can 
well afford to assist financially. The 
companies can reap handsome divi- 
dends in improved loss experience. 
They have a business interest in 
the success of traffic pro- 
grams. 

The insurance industry, in com- 
mon with some other business in- 
terests, have been slow to realize 
that traffic safety can be developed 
only by programs at the community 
level. Some of the casualty com- 
panies have given valuable help to 
traffic safety in the form of printed 
material and films. Insurance in- 
dustry associations have provided 
money for other organizations for 
research and other programs, and 
have engaged in other useful ac- 
tivities. 

3ut there has been too little 
financial support for community 
organizations. It is reported that 
a few years ago a group of casualty 
company presidents had a meeting 
in New York to consider what could 
be done to reduce the number of 
traffic accidents. Every man there 
had a different idea and was will- 
ing to fight for it. The estimates 
of the money required to get some- 
thing effective done ranged from 


local 
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nothing to $15 million. There was no 
agreement and nothing was done. 
It is too bad these men, who could 
be such a powerful force for traffic 
safety, did not first learn the facts 
about the problem and about how 
to deal with it. 


Encourage Driver Training 

One of the most effective things 
the insurance industry could do to 
promote traffic safety would be to 
provide an incentive for drivers to 
learn how to drive competently. A 
start has been made by offering a 
reduction in premiums for young 
drivers who have completed an ac- 
credited driver education course in 
A similar incentive could 
be offered to older drivers who will 
show evidence of having completed 
a driver education course meeting 
required standards. 

Driver education, whether 
ginners or older drivers, is the best 
long-range solution of the driver 
problem. Every driver who has 
had a formal course of instruction, 
is a better 


school. 


of be- 


risk for his insurance 
company. It is generally recog- 
nized that good attitude is the most 
important factor in safe driver per- 
formance. Driver education is the 
most effective way to improve atti- 
tude. 

I do not want to give an impres- 
sion that insurance people have not 
done anything to help in community 
safety organization work. Both 
company men and agents have 
served as directors and officers of 
many local safety councils. But the 
traffic safety movement needs the 
help of many more 
people. In even a small community 
an agent can initiate the formation 
of a community safety committee. 
Companies can well afford to fur- 
nish money for good organizations 
in cities and towns where they are 
writing business. 

Usually a safety council works in 
all areas of accident prevention, 
and not in traffic alone. Such a 
broad program is of additional 
value to insurance companies, be- 
cause it helps reduce losses from 
other kinds of accidents and tends 
to improve safety programs in in- 
dustry. 

St. Joseph’s safety program is 
not good enough, probably not as 
good as we are given credit for. 
We have no feeling of complacency, 
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and must work hard to hold the 
gains we have made. Various ele- 
ments of the program can and do 
fall apart overnight. But we have 
generally good cooperation. We 
have something else which has been 
created over the years, and which 
is vitally important. 

The people of a community have 
a state of mind about traffic safety. 
They either appreciate it and de- 
mand and support it, or they are 
indifferent to it, or they resent the 
activities that are necessary to 
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“Your Independent INSURANCE Agent serves you First.’’ 
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have it. The safety council’s task 
is to develop a safety consciousness 
in the minds of the people, educat- 
ing them to an awareness of the 
accident problem and how to deal 
with it. It teaches them their 
place as individuals on the streets 
and highways, how to drive and 
walk safely and protect themselves 
and others. 

This public safety consciousness 
is the priceless ingredient in a 
safety program, and we have a fair 
degree of it in St. Joseph. 
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What’s your Line? Insurance 
a salesman in a general merchandise business. You are not 


an employee of any business. You are an Independent 


Insurance is a professional business, a career busi- 


ness in which you are a specialist just as the doctor, lawyer, 


To become an INSURANCE specialist takes years 
of application, study and experience. It’s a full time job re- 
quiring all your attention not only in order to become expert 
in it, but to keep abreast of revisions and improvements the 


insurance industry continually makes to meet changing 


Who benefits from your specialization 
ANCE? Your clients do, of course. So—tell them, over and 
over. This point is one of the strong reasons why insurance 


buyers should buy from you. Believing in it yourself—make 
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the newest and best policies for 
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Canadian Life Figures 


Continued from page 43 


with 4.51 per cent the year before and an all-time 
low of about 3.2 per cent in 1947 and 1948. 

Here are comparative interest rates of Canadian 
companies which operate in the United States. 


Net interest earned 
1958 1957 1956 1955 1954 


% % % % % 
Canada 4.76 4.66 4.37 4.28 4.16 
Confederation 4.55 4.41 4.30 4.16 4.10 
Crown 4.86 4.72 4.52 4.24 4.12 
Dominion 4.75 4.51 440 4.23 4.13 
Great-West 460 444 422 4.02 3.93 
Imperial 4.81 473 453 435 4.18 
Manufacturers 5.11 479 460 4.47 4.89 
National 682 626 497 4.83 4.68 
North American 4.81 465 448 4.25 4.09 
Northern 5.07 490 4.65 4.64 4.51 
Sun 428 418 405 392 3.81 


—Lillian Millar 
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tive power to amend existing contracts and make the 
new Act applicable to existing as well as new policies, 
is an extremely convenient device. 

Of the various provincia] plans now in force, On- 
tario and Manitoba are the only provinces which have 
specifically excluded private insurers from the public 
ward area. It is anticipated that New Brunswick and 
Prince Edward Island will follow this pattern as well, 
although we do have some reason to hope they will 
not apply this restriction to income protection policies 
providing additional indemnity during periods of 
hospital confinement. 

Obviously, as a corollary to the inauguration of 
these provincial hospital plans, another important de- 
velopment in Canadian health insurance has been the 
related action by private insurance carriers. What 
have the companies tried to do about all this? 

We found that there were things we hadn’t done 
well enough. Great as the gains in coverage had been, 
obviously the people in Canada felt the government 
would do a better job. They felt the coverage should 
be broader, the restrictions fewer, the age limits 
higher. We in the insurance business hadn’t gone 
far enough, fast enough. 

We found our relationships with the medical pro- 
fession and with the hospitals weren’t good enough. 
They were supporting the government plans rather 
than ours. 

We found that the accident and sickness industry 
hadn’t done enough to convince the public of the value 
of our coverage, and perhaps the reputation of our 
business wasn’t good enough. 
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Let me make clear to you that I realize it is easy 
to give speeches about these things. I realize all action 
must be tempered and controlled by cost and profit 
considerations and practical business judgment. 
Neither do I presume to know all the answers to the 
points and questions I have tried to raise, but events 
have proved that we have not been doing in Canada 
some of the things which we perhaps should have 
done. And that leads me to another new development 
—namely, the steps that are being taken currently 
to form an association of all companies transacting 
personal accident and sickness insurance in Canada, 
comparable to the Health Insurance Association of 
America. 


Major New Development 


The organization of this Canadian Health In- 
surance Association can be classed, I firmly believe, 
as another major new development in Canadian health 
insurance. 

On this background, what may we reasonably ex- 
pect in the way of further developments in the Cana- 
dian health insurance picture? 

As far as the effect on the companies is concerned, 
there are certain facts and indications emerging. 
Clearly, the immediate effect of the introduction of 
the government plans has been a drastic reduction in 
premium income on basic hospital business. While 
some of this loss may have been offset by increased 
activity in supplemental hospital business and related 
A&S lines, the fact remains that an important area 
of operation has been practically wiped out. Accord- 
ingly, the area left for private companies to insure 
has certainly been diminished. 

On the other hand, many companies are reporting 
an increasing public interest in accident and sickness 
insurance. Supplemental medical-surgical coverage is 
being widely accepted and there is evidence of increas- 
ing interest in Major Medical, Comprehensive and 
Income Protection coverage. If government activity 
in the field of health insurance can be limited to the 
present basic hospital area, it certainly can be sug- 
gested that our business will rapidly overtake this 
initial setback and continue to grow in the future. 

Moves to extend the government plans are bound 
to come. The only question is “when,” and there are 
indications that we may have some breathing spell. 
During that time we should do our utmost to get in 
a position from which we can intelligently and effec- 
tively combat further government encroachment. 

I submit to you my belief that these problems and 
their solutions are of vital importance to us all. They 
are important whether or not your companies are ac- 
tively operating in Canada, for our very proximity to 
you will make our actions and our results of impor- 
tance to the United States. 

And I also submit to you my equally strong convic- 
tion that with intelligent and co-operative action— 
with a properly constituted and adequately supported 
Association working in the mutual interest of all the 
companies—these challenges can and wili be success- 
fully met. 

—W. Douglas Bell 
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want to move up to Cloud 9 ? 


group situation. Practically all the small 


In addition to making money selling 
A & H, Combined believes in helping 
agents attain that state of happiness 
referred to as Cloud 9. 

Many general agents are now on Cloud 9 
with Combined’s new Small-Group A & H 
— Hospital Contracts, which can be writ- 
ten on a““Wholesale” or “Franchise” basis. 

One of the remarkable features of the 
coverage is its adaptability to any small- 


COMBINED 


GROUP OF COMPANIES 


W. CLEMENT STONE, PRESIDENT 


Combined Insurance Company of America, Chicago 
Combined American Insurance Company, Dallas 
Hearthstone Insurance Company of Massachusetts, Boston 
First National Casualty Company, Wisconsi 





businesses, clubs and trade associations 
listed in your classified phone directory 
are prospects for either the Wholesale 
or Franchise plan—and represent liberal 
new and renewal commissions for you. 

If you’ll send in the coupon, write, wire 
or phone, we’ll be glad to give you details 
about this fascinating concept in Small- 
Group A & H coverage. 


Combined Insurance Co. Of America, Dept. 74 


5050 Broadway, Chicago 40, Illinois 


Gentlemen: Please rush me details about Combined’s 


Small-Group A & H coverage. 
Name _ 
Address _ 


City 





For Further Information Circle 9 on Card on Page 73 
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Convert Casual Visitors into Goo 
Customers at Trade Shows 


Manpower booklet gives 100 pointers on 


getting top value for your exhibit dollars 


OCAL trade shows can bring 
new prospects as well as 
policyholders to meet insurance 
agents. The growing numbers of 
these exhibiting opportunities ap- 
peal to many different interests— 
home shows, flower shows, boat 
shows and so on. 


15 Helpful Tips 


In some areas local agencies 
and some insurance companies 
have placed booths in these shows 
for a variety of reasons and with 
varied results. To make such 
booths more effective, here are a 
list of fifteen helpful hints. They 
are excerpted from “100 Sugges- 
tions for Convention & Trade 
Show Exhibitors,” put out by Man- 
power, Inc., nationwide agency for 
temporary office help. Show eval- 
uation, cost factors, exhibit plan- 
ning, staffing the booth, building 
and shipping the booth, and sales 
presentations are the major topics 
covered in the booklet. 

1. Determine first of all what 
you want your exhibit to accom- 
plish. Will it do an intensive sell- 
ing job or do you have a story 
you want to get over quickly? Will 
it introduce a new product, show 
improvements on an old one or 
demonstrate new uses for a well 
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known and accepted product? 

2. Check the show’s history to 
arrive at an estimate of potential 
attendance, not only by total num- 
ber of visitors, but with regard to 
their importance and _ function 
within the field. Do they buy or 
influence buying? 

3. A display booth represents 
one of the few examples of three 
dimensional advertising. Use at- 
tention-attracting form, light, 
color, motion. Design it to catch 
the attention of the wandering 
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"You advertise the most insurance cover- 
age for a dollar. Let's have a dollar's 
worth." 


visitor and to stop him in his 
tracks. Above all, be sure it tells 
your sales story. 


Guard Against Waste 


4. Protect your literature sup- 
ply from waste by building a dis- 
play unit, preferably under glass, 
which will contain a sample of 
every piece of material you are 
offering. Have interested visitors 
fill out a request card and mail 
material to them after the show 
This not only prevents 
waste of printed material but also 
provides you with a live prospect 
list. 

5. Assign your top. technical 
men to tours of booth duty. Show 
visitors want to talk to techni- 
cians and specialists. 

6. The trade show provides an 
unparalleled opportunity to take 
the pulse of your market. Have 
your best salesmen on hand to 
greet your best customers and 
prospects; have your sales man- 
ager and other key executives on 
tap to listen to customer reac- 
tions. 

7. Choose the shows in which 
you will participate on a selective 
basis, and use only those into 
which you can really go “all out.” 

8. Don’t clutter up your exhibit. 


closes. 
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Pinpoint its message and gear it 
to a single objective. Dramatize 
the product, not the background. 

9. Give each member of your 
staff an opportunity to see the 
rest of the show as early during 
its run as you possibly can, so 
that they can guide visitors to 
other spots of interest. 

10. Mail invitations and tickets 
to all your customers and leading 
prospects to visit your booth. 


Check Doors, Aisles 


11. Check with show manage- 
ment on sizes of doors, elevators 
and aisles. Govern the overall 
shipping size of your booth and 
crates accordingly. 

12. Make a check list of every- 
thing that goes into your exhibit, 
down to the smallest tool or 
auxiliary item. Use this list when 
breaking down and repacking at 
end of show. 

13. If you plan a_ hospitality 
suite, assign personnel to it other 
than those working in your booth. 

14. Send a “Thank you” letter 
or card as soon as the show closes 
to everyone whose name appears 
on your visitors’ lists, thanking 
them for their interest, requesting 
comments on your exhibit and in- 
forming them that one of your 
representatives will shortly call. 


Written Report 


15. Get a detailed written re- 
port from every person having 
anything to do with the show, 
after it closes. Make sure they are 
guaranteed complete freedom to 
make any criticisms they see fit. 
A cautious pat on the back from a 
subordinate will not improve your 
next exhibit. 

The complete, 100-point check- 
list was built up from actual ex- 
perience with hundreds of exhib- 
its in various cities. It gives con- 
crete suggestions for firms doing 
most—or all—of their own exhibit 
work, as well as for those using 
specialized services. 

Copies of the booklet, “100 Sug- 
gestions for Convention & Trade 
Show Exhibitors,” are free. To get 
a copy, circle No. 77 on card on 
page 73, fill in your name and 
address, and mail the card to THE 
SPECTATOR. 
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STEP ON IT! 


34,000 MILES 
OF 
CONTRACT BONDS 


STILL NEEDED 


. .. for National Interstate 
Highways alone! 





By 1975, the National System of Interstate and Defense High- 
ways is expected to span 41,000 miles. About 7000 miles are 
completed or underway, with 34,000 still to go. This multi-billion 
dollar project, stupendous as it is, is but a small part of the road 
building activity which is going on from coast to coast. 


The hundreds of thousands of miles of new roads call for all types 
of contractors—large and small—who must have Contract Bonds. 
The roads also mean new industrial plants—utilities—shopping 
centers—motels—schools—all requiring Contract Bonds, too. 


To sell these lucrative accounts, you'll find American Casualty’s 
unmatched bonding experience invaluable. And in addition to 
Surety Bonds (with preferred rates for qualified contractors) Acco 
writes ALL lines of insurance—everything from the Contractor's 
Equipment Floater to Comprehensive Liability. 


Why not put Acco’s bonding know-how and 57 years of multiple 
line experience to work for YOU? 


AMERICAN CASUALTY 


59 Branch and Service Offices Coast to Coast 
HOME OFFICE—READING, PENNSYLVANIA 








Cash Value Fire Insurance 
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of the first party lines of insur- 
ance, primarily automobile physi- 
cal damage insurance, is written 
on this basis and these problems 
are practically non-existent. 


Produces Premiums, Not Rates 


The beauty of such a system is 
that it produces premiums, not 
rates, and after all it is premiums 
out of which a company pays 
In other words, what we 
would like to suggest is that for a 
certain type of dwelling in a given 
community we would have an 
established rate of say, $36.00. For 
that premium the dwelling would 


losses. 


be insured regardless of the 
amount of the loss. 

Contrast this to the present sys- 
tem where we have a fire and 
extended coverage rate of say, 32 
cents with the insured trying to 
figure out how little insurance he 
can purchase and still satisfy the 
mortgagee, and the conscientious 
insurance agent trying to figure 
out how much insurance he can 
talk his client into and still not 
lose the sale. While there might be 
some disadvantages to such an ap- 
proach, we feel the advantages far 
outweigh the disadvantages and 
the disadvantages would be largely 
mechanical. 

It would seem that the first 
major problem to be solved before 
such a system could be established 
would be the matter of rating. 
Automobiles have been rated suc- 
cessfully on an actual cash value 





Fire 


HOME OFFICE 


309 West Jackson Boulevard 
Chicago 6, Illinois 


REINSURANCE 


Casualty 
Fidelity 


Security Mutual Casualty Campano 





Surety 


NEW YORK OFFICE 


259 West 14th Street 
New York 11, New York 








These Monthly Letters Are 
Imprinted Especially for You To Create Prestige: 
EXECUTIVE VIEWPOINTS .. . INSURED PENSIONS . . . EM- 


PLOYEE BENEFIT PLAN REVIEW ... NET AFTER TAXES... 
BUSINESS SECURITY . . . INSURANCE BUYERS NEWSLETTER 


Write for Sample Co 


les 
CHARLES D. SPENCER & ASSOCIATES, INC., Publishers 
180 W. Adams Street, Chicago 3, IIL 








CONSULTING ACTUARIES 


342 Madison Avenue 





IRWIN SOLOMON & CO. 
MANAGEMENT CONSULTANTS 
EMPLOYEE BENEFIT PLANS 


New York 17, N. Y. 








84 


basis for years because by make, 
model, age, territory, and classifi- 
cation of driver, they readily can 
be divided into large homogeneous 
groups for which rates can be 
established. It has been said that 
no two buildings are exactly alike 
and that they vary too greatly for 
this type of rating. But is this 
necessarily so? We are able to 
successfully class rate dwellings by 
construction, occupancy, and fire 
protection. Why not carry this 
process just one step further and 
establish a schedule of class 
premiums for these dwellings? 

In the table on page 46, we have 
attempted to do just that. By using 
the factors of height (number of 
stories), area, age, and number of 
rooms we have established first, a 
classification table similar to the 
symbol sheets used in rating auto- 
mobiles, and second, a table of 
actual cash value premiums for 
dwellings. 


Many Similarities 

It is our contention that all one 
story, one family, six room houses, 
with between 900 and 1100 square 
feet of floor area, built in 1955 in 
a city with class four fire protec- 
tion have more similarities than 
dissimilarities and an _ equitable 
rate could be established for each 
dwelling falling in that classifica- 
tion. Of course, this table is only 
one of several which would be 
needed if such a system were to 
be put into effect. 

Due to the fact that our system 
in effect substitutes the area, 
height, and number of rooms of a 
dwelling for its value, it would be 
highly desirable to make sure that 
these factors were not misrepre- 
sented. This could be done by in- 
corporating a coinsurance type of 
clause into the form. If at the time 
of loss it was discovered that the 
facts were not represented in the 
policy, the loss would be paid only 
in the proportion that the premium 
charged bears to the premium that 
would have been charged had the 
company had the correct informa- 
tion. In practice such a clause 
would be fairer, simpler, and less 
confusing to administer than the 
coinsurance clause, The factors in 
question could be more easily 
determined after a loss than the 
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value of the building, and the in- 
sured would have nothing to fear 
if he had not misrepresented the 
facts. 

One of the most serious objec- 
tions to a system of rating such as 
we propose is the question of 
equity; for two families in the 
same town could have houses of 
the same basic description except 
one cost $15,000 and the other 
complete with screened-in porch, 
fireplace, and built-in kitchen cost 
$20,000. Yet, we propose to sell 
each family full coverage fire in- 
surance for the same price. 


Some Can't Be Helped 


But there are inequities built 
into any rating system where we 
try to divide risks into classes. Is 
this case any different than that 
of the man who just bought a 
“stripped-down” Chevrolet  four- 
door sedan and his neighbor who 
buys the same model with a two- 
tone paint job, large engine with 
dual exhausts, automatic trans- 
mission, radio, tinted glass, and 
full power equipment? They will 
both pay the same premium for 
comprehensive and collision insur- 
ance. Could anything be more un- 
fair than the present system in 
territories where coinsurance does 
not apply to private residences? 
This allows one insured to take out 
a minimum amount of insurance, 
say $3,000 for $10.20 a year and 
another to insure his house to value 
say $12,000 for $40.80 a year and 
entitles each to a new roof after 
a bad hail storm. 

So far we have restricted this 
discussion to the insuring of 
dwellings, but if the idea is sound 
there is no reason why it could not 
be applied to other areas of fire 
insurance. Through a system based 
on the number of rooms an insured 
occupies, a schedule of rates could 
be established for insuring house- 
hold goods. In fact for a number 
of years we have used as a rule of 
thumb that an insured should 
carry a minimum of $800 per room. 

Due to the dissimilarity of risks 
and the capacity problems pre- 
sented by some, an actual cash 
value system may present more 
problems in the insuring of mer- 
cantile buildings than in insuring 

Continued on page 86 
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dwellings. While such risks cannot 
be class rated, fire rating bureaus 
have already been established to 
determine a proper rate for these 
dissimilar risks. 

The problem of capacity may be 
a little more complex, but all that 
is needed is a change in our basic 
thinking. It will necessitate think- 
ing in fractions of an entire risk, 
such as one-half, one-third, or one- 
tenth rather than thinking and 
taking $20,000, $50,000, or $100,- 
000 on a given risk. Reinsurance 
would have to be placed on the 
same basis. 


Other Benefits 


While the two obvious advan- 
tages of an actual cash value sys- 
tem for writing fire insurance will 
be the elimination of overinsurance 
and underinsurance, there would 
also be some collateral benefits. 
With the problem of underinsur- 
ance eliminated there would no 
longer be any need for a coin- 
surance clause and the embarrass- 
ing possibility of a coinsurance 
penalty. 

This may be a little far-fetched, 
but such a system would eliminate 
some of the reasons companies 
deviate on fire insurance rates. 
They feel they can afford to deviate 
because through careful underwrit- 
ing they can obtain better insur- 
ance to value. In effect what they 
are doing is that with a lower rate 
they are getting better insurance 
to value and end up with the same 
or more premium dollars coupled 
with a risk superior in construc- 
tion, protection or housekeeping. 
Under the suggested premium 
schedules, premium dollars are 
what you start with so the incen- 
tive to rate deviation is removed. 

This actual cash value system 
will also provide a method of 
realistically establishing the mar- 
ket for insuring the lowered 
valued dwelling. This market is 
rapidly disappearing under the 
present system because it cannot 
produce enough premium to carry 
the risk. 
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to purchase a financial future for themselves and 
their families by a small down payment. Healthy 
sales competition between companies has served 
life insurance well and brought to its owners a 
wealth beyond any other enterprise. 

Life insurance dollars are never wasted. Over 
the years, the records will prove that, as a 
group, policyholders of American life companies 
have received at least a dollar for every hundred 
cents they have paid. In addition, a sizable 
amount of the total outgo represents taxes paid. 

It must be borne in mind that in the SPECTA- 
TOR table to which we refer total income includes 
not only premiums but interest, dividends, and 
other receipts from investments. Another fact 
to be considered is that included in the expenses 
are the acquisition costs on new business while 
the largest portion of the income dollar is de- 
rived from renewal business. 

There are so many factors causing variances 
in results between individual companies that 
comparison between any given two are not valid. 
Some companies write non-participating insur- 
ance only; some write both participating and 
non-participating insurance; while many others 
confine their business to participating coverages. 
Some of the companies are stock corporations 
and others are mutual. There are combination 
companies, both stock and mutual, which write 
not only ordinary and industrial but also group 
insurance. The proportion of each of these types 
of insurance to the total eliminates any basis 
of comparison between them. 

All of these companies write accident and 
health insurance, and some hospitalization. The 
volume thereof in relation to total income would 
effect the disposition of the dollar. Ordinary 
companies range from those which write no 
group or credit insurance to those wherein the 
group coverage in force exceeds the ordinary in- 
surance outstanding. Also to be considered is 
the rate of growth of each type of insurance in 
each company. 

THE SPECTATOR could not find two companies 
in the 64 where all factors effecting income, dis- 
bursements, distribution of business and rate of 
growth were sufficiently alike to form a basis 
for true comparison between them. The table is 
presented as necessary statistical information 
for life insurance men to enable them to prove 
that their own company is fulfilling its primary 
function as an institution devoted economically 
to the solution of social problems caused by loss 
of income due to death and other untoward even- 
tualities. The table further demonstrates that 
life insurance has investment features which are 
designed best to serve owners of policies if 
death be early or long delayed. 
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Distribution of 1958 Expenditures 


All dollar totals are in thousands. Each item of expenditure is shown as cents out of each 
income dollar. See the editorial starting on page 29. 
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For The Travelers Insurance, several items are influenced by the inclusion of such business in the 
accident and liability departments as workmen's compensation and various types of liability insurance. 
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Like most boys living near rivers, 
George Washington spent many 
leisure hours close to and on the 
water. One form of entertainment, 
the throwing contest, helped develop 
the familiar legend of George 
throwing a Spanish dollar across the 
Rappahannock River in Virginia. 
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visit us and view the original paintings which hang in our 


Home Office gallery. 


INSURANCE COMPANY 
EVANSTON, ILLINOIS 


LIFE 
ACCIDENT @¢ SICKNESS 
GROUP MEDICAL 
HOSPITAL SURGICAL = a tl ———— 


ARCHITECT'S SKETCH OF OUR NEW HOME OFFICE BUILDING 








ONLY INA GIVES YOUR CUSTOMERS... 


167 years’ Ocean Marine experience 


There is no field where personal service shows results sooner. And no line where having INA at your 
side adds so much depth and breadth to your service. America’s oldest marine insurer gives you the 
confidence of experience; the savings from loss prevented by proper packaging, handling, stowing; INA 
service offices everywhere in the free world; the satisfaction of claims promptly settled. INA meets 


your need whether it is for insurance on a commercial craft, a pleasure craft or risks in the cargo field. 


INSURANCE BY NORTH AMERICA 


Insurance Company of North America Indemnity Insurance Company of North America ° Life Insurance Company of North America . Philadelphia 








